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Chapter 1: 
Introduction To 
Business Opportunity 
Marketing And Locating 


Making money in business opportunity marketing is a lucrative racket that few 
people are familiar with. It came into being with the creation of newsprint. The first 
ads dealt with cure-alls, elixirs and miracle gadgets that did everything. The ads en- 
ticed with the same ploy that is being used today, appealing to greed: "Become a dis- 
tributor of my product and get rich." 

The basic concept has changed little. If a biz-opper in 1807 made you an exclusive 
distributor of an elixir, he could easily side-step you by putting a new label on his ex- 
isting elixir bottle. The biz-opper could now set up another distributorship in the 

Today's vending machine biz-op operators use the same approach. They either 
change charities or sell a slightly different vending machine. Regardless, they give 
each "mooch" (customer) a guaranteed area. 

This book, Biz-Op, contains all the necessary data you need to change your life- 
style. As long as you can follow instructions, you will quickly find yourself in an upper 
income bracket. Making money in biz-op marketing is inexpensive and simple. A first 
time biz-op operator can get started for under $900. The main theme of biz-op market- 
ing is to show the public how to make money off your product. 

There is nothing complex about getting a mooch to send you five grand. You only 
have to do six things: 

♦ Find a product. A product can be almost anything. Charity honor boxes, gas addi- 
tives, toys, vending machines, seeds, etc. The trick is not paying for the product 
until a mooch gives you a deposit. This is called the "Sell Before You Buy Method " 
In other words, you get the mooch's money before you buy the product 

♦ Advertise. (Place ads in out of state papers only. Never make a mess in your own 
backyard.) By following my successful ads you will receive a barrage of phone calls 
(Included are copies of a variety of ads relating to different products ) 
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♦ Pul together a biz-op profit pamphlet. (This book contains my complete million 

dollar marketing pamphlet. It is a proven winner.) 

. Organize singers (endorsers). For singers, you only need friends or relatives who 
want to make money. „ . 

« Collect money. If you follow my step-by-step procedure, you will find yourseir with 
a line of hot cash-toting mooches. 

♦ Locate. (You will be taught the fine art of locating — the last step in the biz-op 


Reader, you are about to enter into a money-making world that very few people 
know about. By using my biz-op marketing system you will pocket more money than 
you ever dreamed possible. 

When you are through with this book you can, if you choose, become part of a 
small group of people who have become wealthy off biz-op marketing. 
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Chapter 2: 
Biz-Op Start-Up Cost 


The best part of getting into a biz-op operation (besides making money) is the 
start-up cost. It is almost nothing compared to a standard business. Biz-op marketing 
is not a "track record," goodwill type of business that you sell after years of hard work. 
This is a creative cash racket that is put together to make quick "hit and run," under- 
ground money. What I intend to do is show you how to get started making instant 
money without spending big bucks. 

Most people who are considering a business have excess money to invest. They are 
ready to bankroll their project. Many big buck spenders look at restaurants. Even a 
cheap, two-bit "mom and pop" will set you back 20 grand. A higher quality restaurant- 
bar combo is 150 Gs. A McDonald's franchise is one million. 

If a person is into cars, he might consider a Minit Lube or Precision Tune. In this 
case, you are looking at a cool hundred thousand. 

Your average biz-op investor does not fall into the big buck investor category. You 
will discover that 95% of your mooches will only have between $5,000 and $10,000 to 
invest. They expect you to get them a piece of the American dream pie for peanuts. In 
reality, that's what they will end up with, peanuts. 

What makes going into business attractive? Independence? No one to answer to? 
Bullshit! Going into business is suicide. You are thrown into a sea of employees who 
will rip your heart out. Federal and state governments have their slimy tax hands in 
your pocket and you had better be a good customer ass kisser if you expect to survive. 
Franchisers expect you to conform to their rules and regulations and if you don't, God 
help you. When everything is said and done, business is a big headache. I know. I 
have had restaurants and several car rental agencies. Neither one of those businesses 
has come close to generating the income I am presently making. A good biz-op opera- 
tor can pick up a quarter of a million yearly. (A lot of that is "hidden money.") A so-so 
operator can stick at least 60 grand in his pocket. 

Biz-op marketing has very few of the problems that a regular business has. All of 
your customers (the mooches) will eventually hate you. You will never have a happy 
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only employees you have a /* ® content. You have no employee taxes or medical in- 

their agreed percentage, they oroblem. Since you are dealing in an all-cash 

surance to pay. Fede " , . JJ*“ *„ ey from Uncle Sam. Franchise fees? The only fee is 
KS you can actually collect an exclusive dis- 

tributorship fee from a super gullible mooch. 

Cost Of A Biz-Op Operation 

To get started in this lucrative business, this is what is required: 

. Business phone line run to an answering service - $50 set-up charge (one time 
only). Monthly fee $21.46 plus long distance service. 

. A 1-800-number - $30 set-up (one time only). Monthly charge $6 plus line usage. 

(When you get a "mooch hit list," you will need another 1-800-number.) 

. Answering service - Monthly fee $45.50 for 55 calls. The charge after 55 calls is 40 
cents each. NEVER GIVE AN ANSWERING SERVICE YOUR HOME ADDRESS 
OR PHONE NUMBER! The fewer people who know where you are, the better. 
Give your mail box number as your mailing address. 

♦ Business cards - $50 (needs to be a nice looking card). 

« Two suits - Prices vary for men and women. My suits usually run about $300 
each. You really don't need to purchase a suit until you get your first job deposit. I 
find it is easier to do locating in a suit. Store owners have more respect. It also 
makes a better impression on the mooch. If you do not have a nice looking car, I 
suggest you take some of the profit from your first deal and get one. If you have to 
tour a mooch in an older car, explain that your auto is in the shop and that the 
mechanic let you use his extra car. It's all part of the game - gold jewelry, nice car, 
suit. After all, if you have someone "hooked" for ten grand, you want to look as if 


► File cabinet, 2-drawer - It can be cardboard or metal. Just have a place to keep 
track of your mooch hit list. (A computer is nice if you have one.) A hit list can be 
sold to telemarketing services and sold in USA Today 
* PO Boxes (not federal), Mail Box, etc. - Six months rent, $35. You start with one 
Mi 8 m00ch hit list > ou wil1 n « a <* two. NEVER GIVE A 

MAIL BOX EMPLOYEE YOUR HOME ADDRESS OR PHONE NUMBER Try to 

Z 'r 1 3Sk y ° Ur drivers license ' lf y° u «nnot, pay someone to 

rent the box for you or use a false I.D. 

' oa a ot < l h t d " $3 °° (SCt „ UP 8 D B A checkin S accoun t ) - Necessary for news- 
for P 90 days Ne C wl PCrS ^ *** 3 ° ^ 10 Th °“ * dually string along 

r:rL ad unles ; you , pay v 

& iew person who will take your ad without reahz- 
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ing there is an out of state policy, but the majority of times, you had better have a 
check ready. 

Total Set-Up Cost 


Business phone, $50 set-up (one time), monthly flat fee $21.46. $ 71.46 

1-800-Number, $30 set-up (one time), 

monthly flat fee $6 plus line usage. $ 36.00 

Answering service: $ 45.50 

Business cards: $ 50.00 

Suit (optional): $250.00 

Cardboard file: $ 10.00 

Mail Box: $ 35 00 

Newspaper cash: $300.00 

TOTAL $797.96 


This is all the operating capital you need to get started. 
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Chapter 3: 
Classified Ads 


I'm assuming most of my readers are new to biz-opping. If that is the case, then 
your experience in placing classified ads is limited. Here are some pointers for the 
beginner. 

Be brief. Even though some of the ads you will read are more than four lines, it is 
still better to keep it to four or five lines. All the ads in this book have been 
"continuous runners" - ads that run in the paper week after week. That means 
they're making money. If you're not getting a response to your ad, check the news- 
paper first to make sure they haven't misworded your ad. I had a seed display ad that 
was worded "deed display.” If everything is correct, then something is wrong and you 
need to rework your ad. 

Start your ad with attractive bold type. The heading is THE MOST IMPORTANT 
PART OF YOUR AD. Examples: 

EARN $1,000 A WEEK 
$ PAY FAX $ 

BEST ALL CASH BUSINESS 
LUCRATIVE 

GROUND FLOOR OPPORTUNITY 
EXCITING NEW PRODUCT 

Make sure the reader gets excited enough to make the phone call. 

To find a list of out-of-slate newspapers (or in-state ones, too) go to a library and 
ask to see Gale s Directory of Publications. This guide lists all newspapers by their 
city and state of publication. It gives the newspaper s address, phone number ad 
rates, and usually the name of the advertising manager. It also gives the newspaper's 
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Classified Discounts 

When talking to the classified salesperson, declare yourself an in-house agency. 
This means you're creating the ads for your company instead of having an advertising 
agency do it. Standard discount for an in-house agency is 15 percent. 

Pay in advance. Since you'll be paying cash for most of your ads, ask if there is a 
discount for paying cash. The majority of times, you'll receive a 5 to 10 percent dis- 
count. 

If you're onto a good product and it appears you'll be running it for longer than 
four weeks, ask for a contract rate. The price of the ad will continue to drop the longer 
you run it. They will expect you to fulfill the contract (6-16 weeks), but if you're mak- 
ing good money, that will not be a problem. 
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Chapter 4: 
Basic Phone Pitch Rules 


Biz-op phone pitch rules are quick and easy to follow. The object of the first phone 
pitch call is to get the mooch to accept your Fed-Ex package of information. You only 
need to give a brief sketch of your product. The main thing is, you fulfill the mooch’s 
"greed factor." LET HIM KNOW HOW MUCH HE IS GOING TO MAKE. 

Your second call is made after the mooch has his package. This call is known as 
the "singer set-up." Its main purpose is to give your mooch your singers' phone num- 

Your third call back is the "urgent one.” It is made after your singers contact you. 
They will give you a "mooch report" on whether he is "hot to trot" or still debating. On 
this call, you tell the mooch you have several other people who are looking at his area 
and that if he is still interested in making money you need a tentative answer. If he 
gives you an okay, but wants another day, tell him you will call him back within 48 
hours. 

The fourth call back is "the close." Time for the mooch to overnight a cashier's 
check. We will go over the phone pitch again in other chapters. 

Answering Service 

The answering service is the tool that opens the door to the mooch. Their job is to 
take your 1-800-number messages. They will also relay special instructions, such as 
quoting prices of "re-buy vends." (See Chapter 13.) Their job is mainly limited to get- 
ting you mooch numbers. 
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Singers are illegal. The federal government looks upon them as perpetrators of in- 
terstate phone fraud. 

A singer is usually a friend or relative who lives in another state. They earn their 
money by lying about the product you are selling. A singer only has samples of your 
product, but he will tell the mooch that he has 10 high-grossing stores that are han- 
dling it and he is considering purchasing enough product for 10 more stores. He tells 
the mooch that he is happy with his business and that at present is netting between 
$700 and $1,000 a week. 

A singer is paid by units. If you sell a mooch 10 displays of skin cream, you pay 
your singer $200, or $20 a unit (providing the deal closes). The majority of times it is 
advisable to have two singers. 

Your singer must have pictures of the displays, samples of the product, and the 
marketing pamphlet. He also needs a complete cost breakdown. If you are selling a 
mooch a bottle of skin lotion for $5 and its retail value is $15, less the store's 30 per- 
cent, the net would be $5.50. That means in order to have a $1,000 a week profit you 
need to move 200 bottles of skin lotion. 

A singer's math must jibe. If he is unsure of the amount of a product he is moving 
it will jinx the sale. I always drill my singers with questions such as: "What kind of 
stores do you have the displays in?" "How much did you pay a locator to find the 
stores?" Money questions are important. Repeatedly ask your singer: "How did you 
pay for the product?" "Do you ever discount your product?" "How much are you mak- 
ing on each item?" If you have several products, the singer must have the net infor- 
mation on each one. 

As I previously explained, singing is illegal. The federal government views it as 
interstate phone fraud, but there are ways you can beat this. One is to make sure 
your singers use a middle or fictitious name. NEVER LET THEM USE THEIR FULL 
NAME. After you have collected the mooch's money, pay to have your singer s phone 
number changed. The first time the phone company does it free. After that there is a 
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tin charee The number should always be unlisted. It then becomes almost impos- 
fible Ibra mooch to locate the singer. The only way he has of tracing the singer is 
through the disconnected phone number. If by some chance the mooch were to get the 
new number, all the singer has to do is deny he ever talked to the person. There is ab- 
solutely no way to prove otherwise. In all my years of operating, I have never known 
this to happen. 

Another way of maneuvering around phone fraud is the plant. A plant is a 
singer who has displays. If you are on to a good thing and have a lot of product to un- 
load (as I did with Rain Forest displays) it pays to spend a little protective cash. When 
I set up the Rain Forest program I sent two singers 10 displays each and paid them 
$50 a unit to place them in different local stores. This eliminates the federal phone 
fraud rap. The government can no longer claim the singer is a decoy, because the 
singer has actual displays in retail outlets. A plant is good when you are dealing with 
a product that might gross $100,000 and take up to six months to move. 

I still recommend, especially for the beginner, that you stay with a product you 
can "off' in 30 days. Quick 'hit and run' 1 money is the best and safest. 
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Chapter 6: 


Charities 


Charity products are mainly food vends, such as honor boxes and countertop 
vending machines. Originally countertop vending machines were installed on a per- 
centage basis. The location was paid 10 percent of the machine's gross. After years of 
biz-op operators pushing vending machines, the market has become saturated. Now 
most biz-op operators "double-up a location" (place a machine in a location that al- 
ready has one) by using a charity sympathy pitch. 

My charity system is great for the first time biz-op operator. All the necessary 
charity contracts and locating forms are in this book. All you have to do is photocopy a 
charity contract and give it to your mooch. As long as the mooch sends in his contract 
and pays the monthly fees, the charities are happy. 

Every charity has a fee for using its name. It averages between $1.50 and $3 a 
unit per month. Fifty honor boxes at $2 each would cost the mooch $100 a month. 
Most mooches, when they realize the projected profit sheet is bullshit (see marketing 
pamphlet), only pay once. Then, after weeks of disappointing sales, they take their 
honor boxes home and eat what's left. 

If you read different charity contracts you will see the formats are similar. The 
same is true of the charity locating forms. Most charity contracts include a tax ex- 
empt number. When using a charity locating form, this number should be written at 
the bottom. 


This tax number allows the mooch to deduct the amount he pays to the charity 
The tax number also allows the location to deduct the amount it pays for rent on two 
square feet The federal government considers the space the honor box or the vending 
machine takes up as a donation. The business is allowed to deduct that donated space 
as if it were a cash contribution. If a business is paying $10 a square foot for rent it 
can deduct $20 a month. That's a total of $240 a year 

It always impresses the mooch when you give him that information 
Since you have copies of the charity agreements, you will not be dealing with the 
chanty. The only name they will ever receive is that of your mooch 
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Charity Locating 
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there for a week That’s not your problem. Your job is to get nd of everything as 
IcWy as possible. Naturally you do not tell the mooch this He believes you are get- 
ting him good, solid, long lasting, money making locations. After all, he is paying top 
dollar for them. ... . , , 

When talking to a business remember two things: they do not like to make a long- 
term commitment and they may ask how much money goes toward the charity. There 
are three basic ways to overcome these problems. One, use your charity as a tool to 
create as much sympathy as you can. If I am placing honor boxes or vending ma- 
chines for the National Federation of the Blind, I wear an eye patch. Two, always ask 
for the manager. Three, use the following pitch or a close variation of it. "Hello, my 

name is . I am working for the National Federation of the Blind 

and we are conducting our annual vending machine (or honor box) fund-raiser. The 
machines will be placed in your premises for 60 days (if it's an honor box, only two 
weeks) and all of the money goes toward our different rehabilitation programs. At the 
end of 60 days the machines will be removed. Last year we raised almost $200,000 
and we are hoping to repeat that again this year. One of the nice things about our 
charity is that you get to eat your donation." (That always gets a chuckle from the 
manager.) 

If you are placing a countertop vending machine you show the manager a picture 
of the machine, which you get from the manufacturer. When locating honor boxes 
carry them in with you. Most of the time the manager will let you leave it. You do not 
need a locating agreement for honor boxes, but remember to use the sign-off form 
t , r0m ‘ he A PP end ' x) and w rit« down the name of the business, the manager’s name, 
the address and the phone number. 

senten^Vihr^ IC T a ? ng f0rm r S ‘ n tHc Appendix for vending machines only. The last 
ity ^r continumfoM y , "" ' S ,mportant - 11 reliev « the location of any liabil- 

ty or continuing obligation. Most store owners want to make sure thev are not liable 
for the vending machine. After pointing that out, tell the manager about 
footage tax write-off. Then hand the pc manager about 

I work alone f 
The rest of the tii 


ie manager about the square 


The rest of the time I work with mv son" a n7“ -‘ e National Federation of the Blind. 

My son was the key when I h„n^ ! C ^ ,Idrcn s of charities. 

Children. With the cute kid in tow I wouUUell the | Am ® ncan Association of Missing 
was missing and this organization found Mm I n0 w " £“■ ^ T 3t ° ne timC 

My" rn“n7uL t0 ^ aCC ^ irChanlyVendi ng machines" 685 by V ° 1Un ‘ 

Drugs";. The pitch ^ volun'tlere^d to Awarencss Foundation ("Hugs not 

overdose and we wanted to do our pa n t o sa ? my ° Ider son died of a drug 

pan to save other children." Of course that s all 



Chapter 6: Charities 
15 

bullshit, but it worked quite well. My son, a nice looking, innocent kid, could soften 
the heart of even the most cold-blooded business person. Our success ratio was always 
way above average. One summer we did a job using the M.S. Society. We finished in 
record time by simply putting a leg brace on him. 

Even though my son and I made a good team, I still find it easier to work with an 
eye patch than with another person. 

When you have finished securing your charity locations you will need to collect the 
rest of your locating money. 

If you are putting in charity honor boxes you just simply turn the location list (see 
Appendix) over to the mooch and collect what is due you. You do not tour mooches 
with charity honor boxes, but make sure all your addresses are correct. 

Charity countertop vends are a different story. You will have to tour your mooch, 
but try to avoid taking him into the location. If you take the mooch in, the store owner 
might say, "This is only for 30 days. Right?" Your mooch, who is expecting his vending 
machine to stay in forever, will not want to hear that. 

In order to prevent this I tell the mooch that I have explained to the location that a 
representative of the charity will be in to place the vending machine. "As far as the 
location is concerned, they believe the charity owns the machine not a private party. 
If I take you in and introduce you as the vending machine owner they will think 
something is strange. They are expecting a charity representative to place the vend, 
not a private vending machine owner. You are just the person that collects the money 
and fills the machine." 

By telling the mooch this it alleviates the necessity of introducing him to the loca- 
tion owner. Instead of taking the mooch inside, you just point his locations out as you 
are driving by. Once you have finished the tour you turn the charity contracts over to 
the mooch and collect your money. 
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Chapter 7: 
Marketing Pamphlet 


In this chapter I have laid out my complete marketing pamphlet. This is the same 
pamphlet that a mooch receives. The only necessary revamps will be inserting the 
name of your product and the restructuring of the profit sheet and location list. Those 
two must be tailored to meet the requirements of your product. Putting together a 
sales pamphlet is not complicated. 

The pamphlet is a sales tool. It helps alleviate the mooch's fear of business by 
showing him how simple and profitable it is to handle the product you are selling. 

Study this pamphlet carefully. You will use basically the same pamphlet, over and 
over, for every different product mentioned in this book: vending machines, work-at- 
home, greeting cards, phone and fax machines, etc. The pitch is always the same, only 
the name of the product and the numbers change. This is your mooch bait, so you 
have to learn how to dangle it in front of the mooch. 
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The first page (see Sample #1) gets the mooch's blood pounding. Phrases like "No 
Rent - No Employees - Repeat Sales" start his financial glands salivating. You will 
find the average "mooch" has never been in business and he will believe a great deal 
of what you tell him. 
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The second page (see Sample #2) is the "be your own boss" page. Every mooch 
without exception wants to become independent and escape from his present job. 
"Easy Work - Set Your Own Hours - Huge Tax Advantage" are buzz words that light 
the mooch's fire. He wants a piece of the American Dream but his inexperience will 
turn his dream into a nightmare. 

At the bottom of the page (see Sample #2) I use the phrase "Ground Floor Oppor- 
tunity." I want the mooch to understand he is getting in on something new and will 
have exclusive territory. 
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The location page (see Sample #3) helps convince the mooch that there are enor- 
mous numbers of locations available for his product. It is important for the mooch to 
think that he will be able to get his product into the stores quickly. 

The only major adjustments on Sample #3 will be the locations. If you are dealing 
with X-rated porn products many of these locations would be unsuitable. With a fam- 
ily-oriented product all of these locations could be used. The longer the list of loca- 
tions the better the mooch likes it. The locations in Sample #3 are family places. 
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The consignment page (see Sample #4) drives home the idea that all businesses 
want the mooch's product. They want the product because it's a "guaranteed sale." 
(The store just pays for what it sells.) The only thing the store has to give up is a little 
floor or counter space. In exchange they receive a percentage of the sales price. 

All the mooch has to do is put his displays in, restock and collect money. What 
could be more simple? He makes money and the stores make money. Everyone is 
happy. His product could become a merchandising bonanza. Everyone knows of an 
overnight success story and everyone especially the mooch wants to become part of 
one. Only the mooch's story will not be a happy one. 
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PHENOMENAL TAX BENEFITS 
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Are available to you as a 

[ Distributor, so you KEEP more of your business 
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IMPORTANT TAX INFORMATION 

As . a Distributor, you may 

^ e °^. lhrou & h depreciation the total purchase 

ts ve« “ SUally over a period of 

3-5 years. Th* benefit is also known as "Cost recoveiy" 
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=wS~==SL. 

5SS~ss=ib- 


I yas and Oil H 

Licenses i ,ouse Payments or Rent 

Insurance if*® 5 and Insurance 

Repairs Electricity, Gas, Water 

^predation *J£J£ d Mdlntenw 





Chapter 7: Marketing Pamphlet 
27 

The tax page (see Sample #5) creates the illusion of the mooch making megabucks. 
You as the biz-op operator are looking out for the mooch's interest making sure he 
will net as much as possible off each dollar. 

Tax jargon such as "Equipment Write-OfTs" "Cost Recovery" and "Keogh Plan" 
plants the seed in the mooch's mind that you the biz-op operator understand his tax 
needs. Since the average mooch knows very little about taxes he appreciates that. 





Chapter 7: Marketing Pamphlet 
29 

Pages 28 and 30 (see Sample #6 and Sample #7) are "Urgent Message" pages: "If 
you do not invest you will get old and your kids will have to feed you." 

As you can see in Sample #6, each age group has a reason for not investing. 
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Sample #7 includes government stats like: "85 out of 100 reaching 65 do not pos- 
sess as much as $250.00;" and "Only one American in 500 will have as much as 
$24,000 when he reaches 65." The mooch doesn't want to become a government stat. 
He wants to become financially secure. He knows that a good business can and will 
give him the security he needs. All great entrepreneurs are gamblers and if he doesn't 
take a chance he may be denying his family a better life. 

The pamphlet is a significant tool. In between your calls to the mooch, the pam- 
phlet keeps his mind working. It is during this time that the mooch will call your 
singers. Your singers must have an identical pamphlet. 
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SALES / PROFIT POTENTIAL 


40.00 

60.00 
80.00 
120.00 


8 DISPLAYS 
Profit/Week 


420.00 

560.00 

840.00 


1.204.00 

1.806.00 

2.408.00 

3.612.00 


14.448.00 

21.672.00 

28.896.00 

43.344.00 


80.00 

120.00 

180.00 

240.00 


580.00 

840.00 
1 . 120.00 


2.408.00 

3.612.00 

4.816.00 

7.224.00 


28.896.00 

43.344.00 

57.792.00 

86 . 688.00 


180.00 

240.00 

320.00 

480.00 


1 . 120.00 

1,680.00 

2240.00 

3.380.00 


4.816.00 

7224.00 

9.632.00 

14.448.00 


•amnps Each ** cor ] s,ru ® d “ a guarantee of income or 

<tod * Ca,ed 10 “» ar« ezpans^^T^T 0 ' 90 ' im8 ^ ^ 

NOTE The above compu^ a. haaed on ,1. 25 p, oflt * r 
(Ai fairs and special events 

retails for $4.95 or a profit of $2.25.) 


Sample 8 
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The projected profit page (see Sample #8) is the most important part of the pam- 
phlet. All Americans shop at supermarkets and they are in tune to the volume of 
product that is being sold. The mooch also knows this but when he looks at the pro- 
jected profit sheet, he is overwhelmed by the dollar figures. Just by selling 4 items a 
day in 8 locations he can make $1,204.00 a month. With 16 locations he can pocket 
almost $30,000.00 a year. IF THE LOCATIONS SELL 12 UNITS A DAY THE 
MOOCH WILL NET $86,688.00 A YEAR!! God has finally shown him a way to escape 
from his hum-drum existence and you the biz-op operator are his salvation. 



Biz-Ops: How to < 


, Opportunity" Frauds and Scams 


Get Rich with "Business 


PRICE LIST 

LEVEL 1 FIRST TIME SET UP INCLUDES: 

1. otstrfcuwship tor yois area. RiBtts to mariisl al 

i Four floor mod* daptays 
1 Four cousar depiays 


products. 


6 Game nanjcbon pamphlets 
7. 288 Backup 

LEVEL I PACKAGE S6.000.00 PLUS U.P.S. 
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The price list page (see Sample #9) should always have a nice spread. Some people 
can only make a minimum investment, others go crazy with greed and chunk out 
heavy duty bucks. Whatever they want to spend you take. The only thing you are 
looking at is closing as quickly as possible and collecting as much as you can. 



Chapter 8: Best Products For A Novice 


Chapter 8: 
Best Products 
For A Novice 


Charity honor boxes are the bread and butter of the small biz-op operator. Honor 
boxes are also the best thing for a novice to try. They are easy to assemble and pitch. 
The charity box must be made of white cardboard. The ideal size for a charity honor 
box is 4 inches high, 24 inches deep, and 12 inches wide. Most Yellow Pages have 
listings for container companies. If the company does not have the exact box, they will 
have something similar. 

I suggest you pick up two boxes to experiment with. You have to punch 10 neat 
rows of holes across the top. Each hole holds one Tootsie Pop. There should be a total 
of 100 Tootsie Pops stuck in the box's top. A slot that will accommodate a quarter 
needs to be cut in the top front of the box. A decal with the bold lettering "On Your 
Honor Please Deposit $.25" is to be glued right below the slot. Your charity's logo 
must be put on the box and be visible. (See sketch.) I usually use the National Fed- 
eration of the Blind, but Chapter 6 lists several other charities. 



Hou> ToobiC ftp - 


Assembly Instructions For Charity Honor Boxes (Page I) 
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, Get Rich with "Business Opportunity" Frauds and Scams 



SUPER MONEY-MAKER 
SMALL INVESTMENT - BIG RETURN 
1-800-000-0000 

U* to the ntoech. 

emphatic yes ' You can tell hi™ y 0 ° ha ^lT^' 1* “ alwa * a a " 

domg that on a daily basis with just M of thr ° ugh ° ut the count rY who are 

have all the necessary charity co^tions and he T 'T* Y ° U eX P lai " that you 

«»j n, tr," r th ? k *r *> 

h«8 territory can profit- 
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ably support 400 honor boxes and that translates into a daily net of $1,000. Assure 
the mooch that he will soon be able to become a full-time honor box route person. 
(One of the things I have learned about a mooch is that they all want to become inde- 
pendent and when you dangle that possibility in front of them it helps expedite the 
sale.) It is imperative that you work as quickly as possible. Never give a hot mooch 
time to cool off. You want to close him while he is still slobbering with greed. 

Usually a mooch will want a day to go over all the data with his wife. This is when 
you give the mooch your singers' phone numbers and once again remind him there is 
another person interested in his area. You call the mooch 24 hours later and ask if he 
had a chance to talk to the references (your singers). (The singer, of course, has al- 
ready told you what the mooch wanted to know.) If the singers have done their job 
you can usually close the deal by telling the mooch the other interested party will be 
calling back in the evening to either purchase the area or withdraw. But the mooch 
can alleviate the problem by overnighting a cashier's check for half the amount. (The 
other half will be collected when the honor boxes are delivered.) 

Let the mooch know this is a great deal. He is getting started in a lucrative busi- 
ness at a fraction of what it would cost to open a cheap restaurant. He is only invest- 
ing $2,500 in 50 honor boxes and another $1,000 in locating fees. (The locating fee is 
optional, but I've yet to run across a mooch who wanted to locate his own product.) 
For $3,500, he will be in a business that has the potential of netting $46,560 a year. 

If the mooch gives you any argument, offer to go there in person and install the 
boxes, but he must send you half the money now and pay you the other half as soon as 
you arrive. "What we are looking for," you tell him, "are people who are willing to ex- 
pand and become part of our family. The more you expand, the more boxes we sell. 
Unfortunately,” you tell the "mooch," "I will have to charge you $20 per box to find 
premium locations, but I will give you a written guarantee that all the locations will 
be profitable." (See location guarantee in the Appendix.) "If after 90 days you have lo- 
cations that are not generating the proper money, I will personally go back and relo- 
cate each one. Your success is my concern." (The 90-day guarantee gives the mooch 
plenty of time to become discouraged. Very few people abide by the contract and send 
in their weekly reports. In the end it makes no difference. The mooch is usually tired 
of the hassles and you should have changed your 1-800-number.) 

This closing pitch, along with the enthusiasm of your singers and the projected 
profit sheet, should send the mooch to the nearest bank. That's good because you do 
not purchase any boxes until the mooch gives you the money. 

As long as the mooch lives in a neighboring state, you can make the "going down 
there in person" promise, but if the mooch is on the other side of the country it is not 
profitable. You only want to make long trips when the mooch is kicking out 10 grand 
or more. The best way to back up a cross-country location guarantee is to hook the 
mooch up with a locating company. There is a list of U.S. Locating companies in the 
REFERENCE chapter. 

Now to give you, the biz-op operator, an idea of how much you will make on an 
honor box job. If you run a 7-day newspaper ad in a city of 100,000 you should close 
three charity honor box deals. Here is the cost breakdown on 150 honor boxes. 
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Profits On Honor Box Project 

. Cost of boxes- 1500 $2.25 ea. = $337.50 

« Two singers' fees (on honor boxes, the fee is $5 a unit) - $5 x 300 = $1,500. (Only to 
be paid if the deal closes.) 

« Printing pamphlets (copies) - $.03 ea. X 100 sheets = $3.00 
« Newspaper ad - It depends upon the paper, but I can safely round it ofT at $135.00 
a week. 

• 1-800 phone number (starter line incoming calls) - should not be over $50.00. 

• Return calls on regular business phone - $175.00 

• 15,000 Tootsie Pops - $450.00 

• Two-day locating expenses (motel, food, gas) - $200.00 

► Decals for honor boxes - $22.50 

> Answering service - $45.00 


Summary 


Boxes 
Singers 
Printing 
Newspaper 
1-800-number 
Return calls 
Tootsie Pops 
Locating Expenses 
Decals 

Answering service 
Total: 


ToUl: *10.500.00 Un ' * 150 = W.MO.OO 

Cost: 2,918.00 

NET PROW $ 7 .58 2 00 

h “n°r b « «, -be used as aW 


$ 337.50 
1,500.00 
3.00 

135.00 

50.00 

175.00 

450.00 

200.00 
22.50 
45.00 

$2,918.00 


ea. x 150 = $7,500.00 


■ti> project." See Chapter 10.) 



Raping The American Housewife 
— Work- At-Home Programs 

The American housewife is tailor-made for biz-op work-at-home programs. She is 
stuck at home — on a limited budget — with kids. Biz-op work-at-home programs of- 
fer her an opportunity to break out of her stagnated mold and become financially in- 
dependent. For a few bucks, she has a fleeting chance to touch a deceptive dream of 
monetary freedom. 

Every year millions of housewives respond to work-at-home ads. It is this vast pool 
of mooches that makes work-at-home programs easy pickings for the new, as well as 
the established, biz-opper. 

One of the advantages to the work-at-home projects is cost. You do not need an an- 
swering service, phone number, 800 number or a suit. Your only start-up cost is a PO 
box, a false I.D. and advertising money. 

There are six basic work-at-home business rules: 

1. Hun your ads in tabloids or housewife oriented romance magazines. 

2. Do not run ads more than three times a year. 

3. Do not run ads longer than three weeks. 

4. Use a different PO box with each ad. 

5. Use your false I.D. when renting a work-at-home PO box. (Work-at-home 
programs are on the government's possible mail fraud list. Because of this you 
want to keep a low profile.) 

6. Only use a work-at-home project PO box for 60 days. You push your ad for three 
weeks, collect money for eight weeks, then close up shop. 

My base work-at-home programs are "Stuffing Envelopes" and "Charity Boxes." 
You, as a biz-opper, can work with anything from assembling earrings to assembling 
Christmas ornaments. 

Biz-oppers refer to work-at-home mooches as "bon-bon eaters." The average work- 
at-home mooch is a bon-bon eating, overweight, robe wearing, coffee-sucking house- 
wife who wants to make an easy $1,000 a week. For a "starter kit" fee of $20 to $200 
she expects you to show her the road to riches. Unfortunately her road dead ends in 
"Sucker Alley." 

Work-at-home programs promise the mooch a net of $700 to $3,000 a week. Almost 
all are assembly oriented scams. The biz-opper makes money by selling the mooch a 
starter kit. The kits range from assembling electronic gadgets to Christmas orna- 
ments. The mooch will pay from $20 to $200 for a biz-opper's starter kit. 

"Turn your home into a small factory and become rich" is a phrase that has helped 
bag many a work-at-home mooch. That phrase, combined with a "money back guaran- 
tee" will cause a bon-bon eater to shake her piggy bank. 

Guarantee, as I explain in Chapter 12, makes irresistible mooch bait. Anytime a 
mooch is convinced that her starter kit money is refundable, she will cut a hot trail to 
her local bank. 
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" ‘Ali'oryour assemble-al-hoiM praams h^^ns^tmno^r t.me — 

time frame, you the hopper can reject it, thereby void- 

ing ^:r™n^t&te biz-op program, it s only for 60 day. If the mooch de- 
cides within 30 days that she doesn't want to assemble the product and she requests 
her money back, I just ignore her. Basically, the guarantee you are giving the bon-bon 
eater doesn't mean shit. If they send you finished products, you reject them. If they 
want their money back, you ignore them. Rake in as much as you can, then disappear. 
Work-at-home projects are always good for at least $2,000 a week. The best time to 
run your work-at-home ads are September, October and November. The bon-bon eat- 
ers look at work-at-home programs as a way to create extra Christmas money. In 
reality, it's the biz-opper who ends up with the Christmas bonus. 

When running ads for work-at-home mooches, I use the tabloids. The tabloids 
seem to have a surplus of bon-bon eaters. The National Enquirer has a circulation of 
18 million. The same people also control the Star. Rates in the National Enquirer are 
$8.95 a word with a 10-word minimum. The Star is $7.20 a word with a 10-word 
minimum. The Enquirer and the Star will sometimes ask for a copy of the letter you 
will be sending the mooch. As long as you use a variation of my formatted mooch bait 
letter, you will not have any trouble. The National Enquirer and the Star can be con- 
tacted at (800) 223-6226; address: PO Box 10178, Clearwater, FL 34617. The Globe 
tabloid group consists of the Globe, the National Examiner and the Sun; combined 
circulation, 3 million. Your ad automatically is run in all three tabloids. Cost, $6.10 
per word with a 10-word minimum. The Globe tabloid group doesn't care what you 
send in or who you screw. Just send them a cashier's check along with your ad and, 
bingo, you re in harness - my kind of people. Address: Globe Tabloid Classified 
Group, PO Box 21, Rouses Point, NY 12979-0021, phone (514) 849-7733 
rielu aZt^^M? ° fth /° dvanUgeS 10 the ubloi ds « circulation. If you run the 

-KLIMS' 

S.A.S.E., you would have 5 OOO hnn Percent of a million people sent you a 

at $20 each, you would gross 10 wane? °" If °" ly 500 of those responded 


Work-At-Home Ads 

le typical work-at-home ads: 


OUR devices at bone w. _ 

SB to uig Z~ $1 ' 00 ° 


~ bio bZ MW , Suite 

■Th, „„ ., M . , a ^ ^ u # 



HOME MILLIONAIRES INC., 400 Dollar Way, Suite 3, El Paso, 
TX 67754. 

(Cost to run this ad for one week in the Globe, $158.60.) 

MAKE HOLIDAY earrings at homel We pay up to $1,000 weekly. 
Year-round opportunity. No experience. Rush stamped enve- 
lope to BIG BOCKS, 62 Diamond Crest, Suite 9, NY, NY 
66654. 

(Cost in the Globe, $152.50.) 


Work- At-Home Mooch Bait Letter 

The following is a sample of a work-at-home mooch bait letter a biz-opper sends to 
a bon-bon eater. 


MAKE BEAUTIFUL HAND-ASSEMBLED 
GLASS-BEADED EARRINGS AT HOME 

Hello Iherel Thank you lor your interest in this excellent opportunity! Now you can make 
$60,000 to $100,000 a year in the comfort ol your own home by making simple, beautiful 
glass-beaded earrings. No experience is necessary, we show both men and women as- 
semblers how to make our line products. 

Big Bucks Earrings are some of the loveliest and most unique on the market today. We 
currently need independent contractors who would like to make $100,000 a year. We are 
looking for contractors who will take pride in assembling a top-of-the-line product. 

UP TO $2,000 A WEEK!!! 

We will pay you $500 for every 50 sets of earrings you produce according to our specifi- 
cations. If you can assemble 200 earrings a week, WE WILL PAY YOU $2,000. 

HERE'S THE PLAN 

Big Bucks Earring Company will provide you with a starter kit, which will give you every- 
thing you need to start producing earrings for profit. These packages represent a remark- 
able money-making opportunity. Your starter kit contains enough beads and charms, 
thread, beading, needles, earring hooks and threaders to make 10 individual earrings. Your 
starter kit also includes clear instructions, illustrations and a photo of the finished product, 
so you can get to work making your first earrings. 

CHOOSE THE EARRING OF YOUR CHOICE 

Wilh Big Bucks Earring Company, you have the opportunity to choose the earring with 
colors that appeal to you. (After we have purchased 50 earring sets Irom you, we reserve 
the right lo send you a new design. We always need to vary our inventory.) We now have 
two strikingly beautiful designs you can choose Irom. 
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HERE ARE THE DESIGNS WE CURRENTLY NEED 

Far East Symphony — A dramatic piece ot jewelry. Dark blue beads combine with gold 
lor a mysterious, ancient look. Set with glowing amber and green glass beads. 

Victorian Fantasy — A feminine, tinkling vision with lavender, pink and blue glass 
beads, featuhng golden hearts and roses. 

Both designs are elegant and creative, yet they are actually derived Irom simple, tradi- 
tional beading patterns lound in many craft magazines. Thousands all over America have 
used these techniques lor decades. Big Bucks Earrings uses these age-old methods, then 
enhances the traditional design with inventive and creative new use ol colors and textures. 
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Big Buck Home-Based Supplier Agreement 


Address 

City Stale Zip. 

Social Security # Phone ( ) 





NO*RISK REFUND POLICY protects you TWO ways! 

questions asked Second. after you have become n steady Dig Duck supplier. your registration fee of $35 will be 
REFUNDED IN FULL willi our gurclnsc of your tenth mm 

1 HA VE READ AND UNDERSTAND THE TERMS OF THIS AGREEMENT. 

I’lea.se register me ns a Rig Ruck Home-Rosetl Supplier ami semi me my Starter Kn. 



Worh-At-Home Earring Project Application Form 
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Cost Of Earring Work-At-Home Starter Kit 
er kit contains enough product to assemble 10 sets of earrings. 


20 pieces of string 
20 earring hooks (.05 ea.) 

20 eye pins (.05 ea.) 

200 plastic beads, assorted colors 
20 glass beads, assorted colors 
Instructions (copy) 

Small, cheap shipping box 
(Bon-bon eater pays postage.) 
Total Cost, One Kit: 

Cost of a starter kit to mooch: 
(plus postage) 


Putting together a work 

costs. Find a product th., h “ me Program is not hard B 
Kreed factor B^ p ^ ha w t h " >Und '> to assemble buf af s l 'TT Fi ^ re ^ 
really cash in. ho creat « the most appealing n ! Satlsfies the mooch's 

PPeahng products are ^ ^ ^ 
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BIG BUCK EARRING 


f'laltruals 

b 20 pLavt.e "sawt* Iva^s 
c i large, glasfc b«*d. 



Worh-At-Home Earring Assembly Instruction* 
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The stuffing envelopes project is the easiest of the tabloid biz-op scams Vm always 
amazed that people seriously believe that they can make $1,000 a week stuffing enve- 
lopes Evidently greed and the ' something for nothing 1 ' ploy are too much for the bon- 
bon eater to resist. What the mooch doesn't know is stuffing envelopes is a sophisti- 
cated, highly mechanized operation that is run by legitimate businesses that special- 
ize in mass mailings. The possibility of them using a bon-bon eater is not only remote, 
it's a joke. As a biz-opper, you look upon bon-bon eaters as a joke — a profitable joke. 

1 have been running my stuffing envelopes ads for eight years. Once a year I will 
run a three week tabloid ad similar to these: 


When I receive a bon-bon s SASE, I 
49 and 50). Note that there is no phone 


id the following mooch bait letter (See pages 
imber on the letter, only a suite number. 
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Big Staffers, Inc. 

Suite 66, Golden, Co. 22-135 


Make $1,000 Weekly 

Stuffing ICnveloiK's 

l)cn r Friend: 

CAN YOU STIII-T AND MAII. I, (Hill ENVELOPES EACH WEEK FOR SI, 000.00? 

If your nttswer is YES! then our compnny needs you. We nrv seeking folks who wiint to 
improve their slnnihinl of living ... l-'olks who want more money ... more joh 
satisfaction ... more security ... ami more of al the good things in life. We have every 
reason to believe that we at e looking for someone like YOU. 

You. |oh will lie In SE( urn:. Situ I- and MAII. ENVELOPES I OK OUR < OMI'ANV. 

You will lie paid nl the iuic id' SI. 1)0 fur each envelope that you stulT with our business 
circulars. If you stuff 5U0 envelopes, you will be paid S500 00 if you stuff 1,000 envelopes. 

secure nnd stuff with uur business circulars ... at the rnlc of SI. (HI for each envelope. Yoni 
payment foi die envelopes you stuff and send to us is GUARANTEED! You Will lie I’aid 
Piouipllyi No Long Wail l-'oi ( lievkv ft) Amvc! You will icecivc SI 00 lot each envelope on a 
icgulai basis Stuff as many envelopes as you icecivc and you will be paid for every single one 
When you icecivc om insliiiclions. you will see that we mean cvciylhing that we say in this 
letter. We will show you how to STUFF OUR ENVELOPES and MAKE MORE MONEY 
DAY AI-TEK DAY, and WEEK AFTER WEEK foi as long as you want. Of course you arc 
not obligated to us . and you can choose yotu own woikmg horns . . start working when you 
want and slop when you want You can cpm our program anytime and even ic-join at a later 
dale if you wish. We liy to make things as easy as possible for YOU 

We need yom help badly because we have uioic woik Ilian om local staff can handle. We 
would like to mail om olTcis to thousands of people in the U S A and Canada If we give out 
om stuffing and mailing jobs lo homcwoikcis like you. we save a lot of money that we would 
noimally have lo spend lo gel moic office space and mote office woikcrs. We can aifoid to pay 
SI. 000 lot slurring 1.000 envelopes and will save money that normally would be spent on 
ovcihcad and office expenses. 

Our System Of Stuffing Envelopes is very simple . You will not have to buy any cnvclo|)cs 
or postage stamps. We supply all ciiculais lice of cliaigc. Ily following om insliiiclions you 
will icecivc all the envelopes lo be stuffed All cuvclo|>cs aic altcady addicsscd and have the 
postage stamps pasted on No licking stamps or addressing envelopes! 

Anyone can do this kind of woik! The only icipiiicmcul is that you must be IS years or oldci 
I’lacc of icsidcncc docs not mallei! You can live m a laigc city oi a small village Education 
does not matter 1 As long as you can lead and wiitc simple English, you ipmlify lo slulY 

envelopes for oui company IMAGINE STUFFING 5(H) ENVELOPES AND 

COLLECTING S500... OR STUFFING 1,000 ENVELOPES AND COLLECTING $1,000. 
Our company can make it happen for you just like we make it happen for other folks just like 
YOU. Please note that this is not a chain letter of a pyinuud scheme You will not be asked lo 
Envelope Stuffing Mooch Bait Letter (Page 1) 
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. .,,..1,1, You will not Imvc lo sign any eonliacls ... ANI) REST Oh 

^n’^wnTNorMAVKit) buy anything kuse euom us in om.EK to 

cct Parted ... ...d .here * «hc. *«* cxcc '" wl,! " lvc Si>> ' 

, ^ eliminate .lK.sc folks who me no. scons oIh.»i entiling money by smiling envelopes, 
b^l me .us. ou. lo satisfy their cunosily. we have decided to ask end. |>a. I.cipnnl fo. n t.15.00 
fee HUS $« 00 DITOSli IS l-TJLI.Y KITUNDAHU! As soon ns you send ns 

yam firs. 200 siulTcd envclu|>cs we will yom dc|K>sil phis lire cosl fo. mailing ll.c 

envelopes lo us 

This opportunity to scone mid slull cnvclo|ies fin om company is I.IMI' TED This menus ll.nl 
■s soon ns we get enough folks to tcgislci we will stop Inking npplicntions. So don'l lei litis 
ONE T IME EXTRA INC OME Ol’I’ORTllNI'I'Y pnss you by We u.gc you lo consider litis 
opportunity while you still have tune Think of your fuluie and lei us hear fiom you TODAYl! 

MONEY BAC K GUARANTEE!! We guninnice that as soon ns yon scud us your fitsl 200 
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Once you receive the bon-bon mooch's money you send this letter: 

Dear (Bon-Bon): 

Congratulations on your decision to become an envelope stutter. With this letter, you 
now have the tool to make, as I do. $1,000 a week. In order to make money slutting enve- 
lopes, all that's required is lor you to run the following ad in a tabloid or local newspaper: 

MAKE $1 .000 WEEKLY slutting envelopes. Send stamped, self-addressed envelope to 
(insert the name o( your company here). 

After you have run your ad. all you do is wait tor people to send you their SASEs. (Just 
like I waited for you to send me your SASE.) When you receive the $35, you simply send 
them a copy ol the letter you are now holding. You should easily receive 50 letters a week, 
giving you a net ol $1 ,000 weekly. 

GOOD LUCK ON YOUR NEW 
ENVELOPE STUFFING VENTURE 


THANKS, 

BIG STUFFERS, INC. 

What is really nice about bon-bon eaters is they are always short on cash. In other 
words, they do not have the capital to run a national ad. They also believe they have 
been taken and if they do the same thing to someone else they might be arrested. 
There is a question of mail fraud involved with all the tabloid programs. But as long 
as you use a different mail box for each project and use your false I.D., you will re- 
main undetected. 


Cost Ol Envelope Stuffing Project 

The cost includes sending out 5,000 mooch letters and selling 500 envelope stuffer 
starter kits. 


Three weeks of advertising in tabloids 450.00 

PO Box 38.00 

5,000 copies of mooch bait letter 50.00 

(@$.03 ea.) 

500 copies of final envelope stuffing letter 15.00 

(@ $.03 ea.) 

500 envelopes 20.00 

Postage, 500 stamps 145.00 

Total: 718.00 

Cost to mooches on 500 kits 17,500.00 

(@ $35 ea.) 


PROFIT: $ 16,782.00 
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. i L„ mB mooch and the vending machine 
The only difference between the ^^ usua „ y limited to a $20 to $200 in- 
mooch is money. The w ° rk '“ . . always g00 d for several grand. Both seem to be 
money. My successful work-at-home 

charity ad reads: 

«W. nor i work at hone. Make $1,000 weekly assembling 
SHilty products. Send SASE to Charity Marketing, Suite 
2020, Chicago, IL 99964. 

(Cost in the Globe for one week: $128.20.) 

When 1 receive the mooch’s SASE. 1 send this mooch bait letter: 


Thank you lor inquiring into America's newest and hottest work-at-home program. Our 
program is the least time consuming and most profitable on the market. It can make you up 
to S8.000 a month (depending on how many boxes you assemble), while contributing to a 
needy charily. 

We at Charity Marketing are privileged to work with and help three nationally recog- 
nized charities. These charities all depend upon programs like ours and on people like you. 
Not only will you be helping them, but you will also be financially helping yourself 

There is nothing complicated or expensive about our program. All you have to do is as- 
semble the boxes and place them in designated locations. You Ihen collect the money 
weekly, send the charity $2.00 per box per month and keep the rest lor yourself 

Why is a charity willing to accept $2.00 and let you keep the rest? In a lime of recession, 
charities are more than happy to accept a smaller amount. At the present time, most chari- 
ties are struggling just to keep their programs afloat. Remember you are doing all the work. 
Even though it is easy and lun. you still have to assemble boxes, collect money and keep 
books. You are the middle person. Without people like you, Ihe charities would lose mil- 


The amount of money you make depends upon the number ol boxes you assemble 
C I£ yf '? hled melh0d ’ yOU quick,y pul 'oge'her 50 charity boxes. You 
00 ° Ur S ' and be9 ‘ r ' “"“""9 mone y. You will have a legal 
K° f W,TH 50 CHARITY HONOR BOXES YOU 
your boxes and a few ho^ a weekLelg^T^ * * he ini,ial labor in assembli "9 
dayTh'S is the biggest money maker and easiest work-a.-home program on .he market to- 

^$99.95 puis postage your chanty honor box work-at-home starter ki, will include: 

1. Copyrighted assembly instructions. 

2 10 unassembled, sturdy, beaulilul oink bnxec ham „ 
boxes al $9 95 each.) P 00 es (We rnake our money selling you more 
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3. Legal charity contract that you sign and send in to the participating charity. 

4. List of local businesses to put the charity boxes into. 

5. Our IRON CLAD GUARANTEE. If within 30 days you change your mind, just return 
your boxes unassembled and we will promptly relum all your money. 

THERE IS NO WAY YOU CAN LOSE. Just till out the enclosed paper work, attach a 
cashier's check and you will be in business. 


THANK YOU. 
CHARITY MARKETING 


Biz-Opper Cost On Charity 
Marketing Starter Kit 


10 boxes.(Purchase pie boxes at local bakery) $1.50 

(@ $.15 ea.) 

Copies of charities' agreements .09 

(See the Appendix.) 

Assembly instructions copy .03 

(See next page.) 

Location list copy .03 

(See Chapter 7.) 

Large padded envelopes, 20"xl4" 1.75 

(mooch pays postage) 

Total: 3.40 

Cost of Starter Kit to Mooch: 99.95 

Cost of Starter Kit to Biz-Opper: 3.40 

PROFIT: $96.55 


If you run your tabloid ad for three weeks you should sell at least 100 charity 
starter kits. 


Tabloid advertising cost $ 450.00 

Cost of 100 starter kits to biz-opper 340.00 

PO Box 39.00 

Total: 829.00 

Cost of 100 Starter Kits to Mooches 9,995.00 

Cost of Starter Kits to Biz-opper 829.00 


PROFIT: 


$9,166.00 
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Chapter 9: 
Jackpots 


Another high-profit, easy to assemble project for the beginner is the Jackpot. The 
Jackpot's clear acrylic pipe is 28 inches in length, ‘/s-inch thick, and has an inside di- 
ameter of 4 inches. The acrylic pipe costs between $5 and $7 a foot. The boot, or bot- 
tom, is a piece of colored plastic 8 inches x 8 inches and V4-inch thick. A ‘/»-inch thick, 
5-inch long acrylic rod is glued to the center of the plastic bottom. On the top of the 
acrylic rod is glued a 1 inch x 1 inch x '/i-inch thick plastic coin catcher. A hot glue 
gun is used to attach the boot to the acrylic pipe. (See diagram.) Total cost, including 
glue, $19.95. 

The Jackpot is still new and a good product to hit the classifieds with. (The 
Jackpot may also be used as a "How-To Project," see Chapter 10.) It's a game people 
play for charity. The object of the game is to try and drop a quarter on the plastic coin 
catcher. 




Assembly Instructions For Jackpot 



BIZ-OP: How i 


to Get Rich with "Business Opportunity" Frauds and Scams 
^ I j:j mine using the National Federation of 

„ w .4 x .» <» » d„ ys . w. & 

£. -d it fffttd .lm«t worn .- C&* Chapter 6 fa, 

entire pilch.) With this pitch you can easily place 25 units a day. 

Jackpot Newspaper Ads 


HEW FOR THE 1 90s . Best solid business opportunity in 
Aaerlca today. No selling. Charity related. All cash 
business. You need $4,000 to $10,000 for equipment. CALL - 


ALL CASH BIZ. Qualified individuals needed with ability to 
handle large amounts of cash. No selling. Ideal part time. 
Charity. 4K-10K investment. Areas going fast. Call 


NEW SAME MACHINE. Just collect cash. No selling. Charity 
$$ maker of the '90s. Must have 4K for equipment. Areas 
going fast. Call 


Your intro phone pitch is: 

Have you seen charily honor boxes ? (Yes.) Well, our charily fun machine is 
more popular and makes more money without the hassle of stocking or carrying 
candy products. Right now we have distributors who are making $1,000 a week 
off 50 machines. Our biggest distributors have 200 fun machines and they are 
netting almost $4,000 a week. 


We are looking for an exclusive distributor in your area. If you are that 
person, we will guarantee that you will make money because we will be able to 


t: ’Ji.z'jzzizT' ? J “ kp ? th » **■*>. 


If you have him "hooked, hell give you the O K If™, 
861 “ 101 ° f “ 3 H000 bif-op ad, estc-aVS 


go on to the next call. (You 
it relates to a charity.) 



Mooch Bait Letter 
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Dear 

We at S.S. Corporation want to thank you lor your interest in the ALL NEW JACKPOT 
FUN MACHINE. 

We have spent months and many, many dollars on research, development, and test 
marketing this exciting machine. After you have read this booklet, we are sure that you will 
leel the same as we do — THIS IS A WINNER!!!!!! We have 'THE SENSATION* ol the 
'90s. 

We are certain you will agree this is the best business opportunity in America today. For 
as little as $4,000, you can start your own business. You need no office or warehouse 
space, no advertising budget or utility bills. Best of all, there is no product to sell. You only 
collect the money from the Jackpot every week and count it. You are only obligated to send 
the sponsoring charity $2 a month. Locations — Every business is a prospect. They are all 
willing to donate the space to the charity. Anyone can easily place 50 Jackpots in one day. 
(Bullshit. I've ye! to see a mooch place one.) II you do not want to place the Jackpots, we 
have professional locators with years ol experience who will secure premium spots. Ol 
course, there is a lee. 

Either way — il you place your Jackpots or have them professionally located — we are 
sure this is the best opportunity available today. You will have a live-year contract with the 
charity. Take a day to read over the enclosed material. We will call back with information on 
distributors who have become financially independent. 

Profit On Jackpot Project 


Cost Of Jackpot Project 
(20 unit deal) 


Material (includes glue) $ 399.00 

$19.95/unit x 20 

Boxes — need 5 boxes x $10 50.00 

(4 Jackpots per box) 

Copies of marketing pamphlet: 30.00 

Singers — $20/unit x 20 400.00 

(paid only if the deal closes) 

1-800-number (above average response): 65.00 

Return calls (above average): 150.00 

Answering service: 75.00 

Locating expense: 250.00 

Total Costs: $1,419.00 


• Jackpots have sold for as high as $200 and as low as $100. For this example, we 
will price them at $150. Twenty Jackpots x $150 = $3,000. 

• Locating -$ 150/unit x 20 = $3,000. 
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Summary: 

Jackpots $3,000.00 

Locating 3,000.00 


Total. 

Cost of Product- 
Profit: 


$6,000.00 

1,419.00 

$4,581.00 



Chapter JO: Voice Mail 


Chapter 10: 
Voice Mail 


Voice mail is a good tool for beginners as well as pros. This type of biz-op market- 
ing is used mainly to sell $35 to $100 how-to packages (how to get-rich-overnight 
plans). 

Voice mail is like an answering machine, but instead of just taking messages, it 
sells your product. Voice mail boxes are inexpensive. Rentals run about $15 a month. 
Many private mail box rental places have voice mail boxes. For larger projects (10-25 
boxes), you switch to your phone company. When you rent a voice mail box, you have 
complete control over what you want to record. 

These are the major steps in a voice mail project: 


• Get voice mail box - $15/month. 

• Have 1-800-number transferred to voice mail (optional). 

• Record mail box pitch (one to two minutes). 

• Run newspaper ads. 

• When you receive mooch's $4 check, send him the info letter. 

• Mooch responds to info letter by sending you $35 check for complete package. 

You can utilize your 1-800-number for voice mail by contacting your 1-800 carrier 
and telling them you want to transfer your 1-800-number from your answering serv- 
ice to a voice mail box. AT&T calls their service the "800 call waiting" system. It only 
costs $20 for the transfer. If you do not use AT&T's "800 call waiting" system, there is 
a $30 charge to piggyback the line to the voice mail box. Then there is another $30 
charge to have it re-hooked to your answering service. If you use AT&T's 1-800-num- 
ber call waiting, you can transfer your 1-800-number back to your answering service 
by using a special code. There is no charge for this. AT&T can also fill your voice mail 
box needs. I suggest you stay with the voice mail box's phone number to start with. 
No need running up a 1-800-number bill. 
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Two projects that I had a lot of success with were "Assembling Your Own Honor 
Boxes" and The Jackpot Fun Machine." I sold the how-to booklets for $35. I eventu- 
ally hit a gross of $5,000 a week. In order to do this type of volume, you must do two 
things. Have at least 10 voice mail boxes and have something that catches the public's 
eye. Charity vending is an eye catcher. I gave the public a chance to get into the high- 
priced field of charity vending for a song. 

Here are some tips on voice mail box sales. Place your ad in three different daily 
newspapers. You do not want to make a massive newspaper jump until you know if 
you have a winner. Give the ads a month, and if at that time you're filling 75 to 100 
orders a week, go big time. 

the^adi 8 ^ SUCCeSSfu ‘ Assembling Your 0wn Honor Box" program. It begins with 


$500 UK. POSSIBLE. Work with new charity vend 
your own business. Very little cash needed. 


system. Own 
1-800-000- 


h^r^T™ T 3 : Why 8Pend $5K - $10K “ charity 
under $150. c.U SOO-^tTo* 8y8te " deliVerS 5 ° b ° Xe8 for 

This is the recorded voice mail box pitch the mooch hears: 

Thank you for catting. If you are cnllina . .l 
" y vending. Mas, b,g markclvrZt H f 0d \ y0U must be "“rested in char- 

TrL Z m , U l A “ 0 $10 ° vrnd W* “ho have a collet ~r Wnd ,hat wiU n ‘ ake 

firms that have taken and will . collection of testimonials from lomn r l Q 

take charity uend . Fifty S2 . 50 vends can tZgTn'hoOa 

Z"*™- ** 757 ' 


•nooch gets the follow lng l cttcr 
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"Assembling Your Own Honor Box" 
Pitch Letter 


Dear Customer: 

Thanks lor your inleresl in my company. 

Alter working tor 10 years with different charity marketing companies, I became con- 
vinced that the customer, the person buying the charity marketing products (vending ma- 
chines, honor boxes), was being taken. I know that charity vending is good (or the charities, 
but it was not good (or people buying the charity honor boxes. I have watched the vending 
marketing companies charge people $800 (or a $100 vending machine and $75 lor a $5 
honor box. People who wanted to get into business were selling their kids lor these over- 
priced vends. It was unlair and I decided to develop a system that would allow the first lime 
entrepreneur to get his toes wet lor under $150. 

Using my system, your honor boxes only cost $2.50. Why are they so reasonable? Be- 
cause you assemble them. 

In September of 1990 I formed a company that not only helped the charities, but also 
gave the buyer an even break. Instead ol going into debt to purchase charity vending ma- 
chines and honor boxes, a person can now utilize my method and make the same amount 
at a fraction ol the cost. 

The packet you receive Irom my company will have legal charity contracts Irom lour dif- 
ferent charities. It will also have information about the charities. All you have to do is 
choose the charity you want to work with. Each month you send the charity $1.50 to $2.50 
(depending on which charity you choose). That means it will only take one display a week 
and a half to make the money for the charity. The remaining money generated over 30 days 
will go into your pocket. 

Example: One vend can generate $10 a week; 50 vends generate $500 a week. That 
translates into a monthly gross ol $2,000. Out ol that $2,000 you pay the charity $75. leav- 
ing you with a net ol $1,925. All charities are aware of this, but in this time of recession, 
they are happy to receive any money. 

Our package will take you a step at a time through the assembly of the charity vends. 
There are several different displays you can choose from. Some displays hold products, 
others do not. You will not believe how easy they are to assemble. Why spend $3,000 to 
$10,000 when you can purchase our packet for $35 and assemble 50 charity displays your- 
self for under $150?! A $2.50 vend will make just as much as a $100 vend. I GUARANTEE 
IT. 

YOUR CHARITY MARKETING PACKAGE WILL INCLUDE: 

1. Instructions and diagrams on where to gel and how to assemble $2.50 honor boxes. 
Everything will be diagrammed. They are easy and fun to do. Especially when they start 
bringing the money in. 

2. Instructions and diagrams on how to assemble Jackpots, the hottest and highest gross- 
ing charity vend in the country today. Putting together Jackpots is a snap. There are only 
lour pieces to assemble We have signed statements from major restaurants verifying that 
the Jackpots have taken in as much as $1,348 in 45 days. The Jackpot is a non-product 
vend. In other words, it has no candy in it. People put their money in Jackpots because they 
enjoy playing it and at the same time they are contributing a portion ol it to a charity. 


BIZ-OP: How To Get Rich 


irith "Business Opportunity" Frauds and Scams 


a You win receive lour charily connects. You have the option of piek.ng out the chanty you 
wan^n^av^ ti^ and sen. in the contract, you will become a legal represen. 
wZ, ol that charity Many ol these charities depend upon operators like you to help cover 
Ih^overhead Some ol our charities collect as much as $500,000 a year Irom charity 
vending operators. That means the money you send in is making a big difference. 

The charities' monthly lees vary Irom $1 .50 to $2.50 per charity vending unit. Also in this 
package will be inlortnalion on the charities and charity locating forms. 

4. You will receive testimonials Irom national businesses (including a variety ol restaurant 
chains) in reference to the charity vends. These testimonials will allow you to place your 
vends in these and other premium locations. Just by showing these testimonials, compa- 
nies (many chain last food restaurants) will be more than happy to accept the charity vends. 
It you are thinking ol getting into this business, but do not want to be ripped off (or over- 
priced vends. Charity Marketing has the answer. Why pay $5,000 to $10,000 (or honor 
boxes and vending machines when, tor a small investment ot $35. I can show you how to 
put out 50 honor boxes lor under $150? These $2.50 honor boxes will make you more than 
the larger, expensive vends because you will have more ol them. 

Just compare 50 ol the $2.50 vends to 50 ol the $75 vends. You are looking at a sav- 
ings ol $3,600. Ask the big charity marketing companies il they have testimonials you can 
use to place their vends. They wonl know what you are talking about. The only thing they 
want is lo squeeze you lor every dime you have. Don! let Ihe big vending companies gel lat 


Id your check lor S35 to Chanty Marketing. 1733 H Street, Suite 757, Chicago, II 


nke^Tf the j'ack^oVthe^ke^h'oahe h° 0 n ““1 3 , Package that inclu <^ the 
piastre parts for the Jackpot, the list of Dlacen rh the . ist of P ,aces that have the 
the contracts from four different charities and th the b °* eS for the honor boxes - 
different chant.es. (See the REFERENCE Chapter i^dt 1 )." Ap^ndix") 13 ** ^ 
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Chapter 11: 

Hook 


Your initial contact with the mooch will be via the telephone. Phone pitching is the 
first step in setting the "hook." Once you have the mooch committed to accepting your 
C.O.D. marketing package, you have started the "money reach." 

THE PRODUCTS YOU SELL NEED BRAND NAME FAMILIARITY. In other 
words, you need to draw a correlation between your product and a brand name prod- 
uct. When I was working with Spacebal (a toy ball with a latex loop running through 
it), I pitched it as the Frisbee Hoola-Hoop of the '90s. If it was a skin lotion, I used 
Max Factor. The old reliable for a gas or oil additive is STP. With plant products or 
seeds it was Lilly. Always stay with a product that allows you to use a brand name 
similarity. It makes your phone pitch much easier when you paint the mooch a rec- 
ognizable picture. Another important part of the phone pitch is the "Big figure gross." 
The larger the gross of the industry your product is attached to, the better it sounds. 
Sports and toys gross over $60 billion a year, cosmetics $40 billion, automotive prod- 
ucts $70 billion, and vending $10 billion. Give the mooch figures so dazzling he will 
automatically assume he can get a tiny piece of the pie. 

Always promise the mooch an exclusive distributorship. Use Coke and McDonald's 
as examples. Tell him 50 years ago a Coke distributorship sold for $750. Now the 
same distributorship is worth millions. Remind him that McDonald's started back in 
the '50s and at that time a franchise cost only $8,000. Now the franchise fee is $1 
million. 

You cannot guarantee this product will become as successful, but let him know the 
product is selling well in different parts of the country and he is getting in on a 
ground floor opportunity. If the product makes it big, so will he. 

The following is an example of how I found a product and put a marketing and 
pitch program together. Spacebal was a toy product that I ran across in a small 
Washington town. It was a weird, well-constructed toy. A thick, hollow latex loop ran 
out of a solid 2-inch rubber ball. The idea was to place the loop on the end of your 
thumb, pull back, and fire the ball into the air. Wham. It would take off about 200 



64 ... it would be an ass knocker. Spacebal 

5Bi2sr-“ sssss. =« . , * — - . 

weapon than a toy the man in the booth, I found 

«« T;r stcnt r d 

had stopped production. He was just trying to sell off some of the inventory, but 
waarTharing much luck. I instantly saw the possibility of b.z-opp.ng the product. 
When I found out there were 50,000 of them in storage. I was overcome with greed. 
^1 made an appointment with the owner and we eventually established a price of 50 
» ball (425 000 total). I came up with a contract that would allow me to pur- 


When I found out there were 50,000 of them in storage, i was uverwu 

made an appointment with the owner and we eventually established a price of 50 
cents a ball ($25 000 total). I came up with a contract that would allow me to pur- 
chase the balls as I needed them. I also guaranteed the bill would be paid in six 
months. With this settled, I went instantly to work on the marketing pamphlet. The 
lead in, or first page, was set up in the following fashion. 


Americans spend over 460 billion dollars a year on sports equipment and toys. Sports 
toys such as the Fnsbee and Hoota-Hoop nol only tall in Ihe lad category, but they also 
have become a regular part ol the American sports and recreation scene. Frisbee sales 
have reached a whopping Si billion and the laddish Hoola-Hoop is sitting at a cool $500 
million. Spacebal is last becoming the Fnsbee or Hoola-Hoop of Ihe '90s. Within a short 
period ot lime we have sold over a million Spacebals at 44 each. ( This was buffshit.) 
Spacebars patent has been applied lor and we expect with our new marketing program to 
move over 5 million Spacebals in 1992. We want you to become part ot our grassroots pro- 
gram. Through our marketing system, the average person (who has always wanted to own 
a business but could nol aftord to leave his job security) can now keep his job and become 
financially independent. It you can atlord to spend live hours a week servicing your ac- 


Our original marketing team cashed in by selling the major chain stores ot K-Mart. Osco 
Drugs. Fred Meyers. Long Drugs, and PayLess. (Which is more bullshit.) Sales quickly 
rocketed to over halt a million, but ihe marketing team soon realized something was wrong. 


in oruer i 
the Fnst 
concepi 


ne a (-nsbee type ol success. Spacebal needed to be 
l the smaller, high iraflic stores. This was when the I 
together. The idea was to set up private Spacebal 


irketed — just like 
siness opportunity 
ilributors in prime 


spo^%“a 9 s we^s P S^^ n vl° 9r ° W ^ and are 10 handle Spacebal 
similar to me one ,n Chapter 7^^^ ^ (/ W ° M enC '° Se 8 Pro i ec,ed Profit Sheet 



foundation 


able ,o net £.000 ^ “* c ri 9 h ' locations, 

ep Spacebal launchers and catchers w.ll ^L avai aWe t ?!! b6 

These items, along with Spacebal will mako „ ? b e 10 our 9tound lloor 
You. as one ol our original diMnhi.rrvr^^/^ bus,ness venture even more 
lust like Mattel's tounS £S%Z n £ *° handle new 

product thoCrici^o ... ’ . e , drtlle doll. and Wham-0 Frisbee 
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We have all heard people say, 'I wish I had purchased a McDonald's franchise 
(originally a franchise was only $8,000 anywhere in Ihe U.S.) or bought into Polaroid, Coke, 
Wham-0 or Sony.- Fortunes have been made by those who had Ihe foresight to do so. 
Spacebal offers such an opportunity. At present, it is one of the hottest business 
opportunities on the market. 


There is no better lime to start. According to Fortune magazine, "a changing economy, 
abundant support, and a national mood that embraces enterprise make these the best 
times for launching a business in the U.S.' 


The truth is that starting a business is less risky than most people think. Among mem- 
bers of the National Federation of Independent Business (an association of small business 
companies), 77 percent survive the first three years. 

Fortune also states that 'entrepreneurship (which, in this case, means owning a 
Spacebal distributorship) suits the way that Americans want to live today' — independent, 
unsupervised, mobile. People want to choose where they live and work, set their work 
hours and be their own bosses. By taking on a Spacebal distributorship you are taking on 
something that may set you up for life. A small investment of your time, money and effort 
may really pay off in a spectacular way. 


WE WANT YOU TO SUCCEED. 


Spacebal Newspaper Ads 

HOT NEW PATENTED SPORTS PRODUCT. Great for the beach. Dis- 
tributorship available. Minimum investment 6K. SPACEBAL 
Marketing. 1-800-524-6692 203 E. 5th St., Portland, OR 
98772 

(This ad was run in coastal cities.) 

HOT NEW PATENTED SPORTS PRODUCT. Will replace the FRISBEE. 
Distributorship available. Minimum investment 6K. SPACEBAL 
Marketing. 1-800-524-6692, 203 E. 5th St., Portland, OR 

98772 

(This ad was run in land-locked cities. Both ads did well.) 

Spacebal Phone Pitch 


Hello. Are you familiar with the Frisbee and Hoola-Hoop? (Yes. Everyone is.) 
Well, Spacebal is on the same level as they are. It s a 2-inch rubber ball that has 
a latex loop running through it. The ball can be shot over 300 feet. We believe 
that Spacebal will become the Frisbee or Hoola-Hoop of the ’ 90s . We have 
already sold over a quarter of a million and we anticipate tripling that next 
year. What we are offering you is a ground floor opportunity to become part of 
the Spacebal phenomenon. In order to answer a lot of your questions, we would 



BIZ-OP: How to Get Rich with "Business Opportunity" Frauds and Scams 
66 

like to C.O.D. you a Fed Ex package. The package will contain a Spacebal and 
our marketing pamphlet. 

(Keep the phone pitch brief You want them to accept the C.O.D. material.) 

Profit On Spacebal Project 


Coet Of Spacebal Project 

For this example I will use the LEVEL ONE SPACEBAL Package: 


Four floor model spinners — my cost $40 ea. — 4x40 = 
Four counter-top spinners — my cost $25 ea. — 4 x 25 = 
1.152 Spacebais — my cost $.50 ea. — 1.152 x $.50 = 
Headers and game pamphlets 
Singers fees — $20/unit — 20 x 8 displays 
(only if the deal closes) 

1-800-number starter-line 
Business line return calls 
Answering service 
Newspaper ad 
Locating expenses 
(gas, food, motel, etc.) 


$ 160.00 
100.00 

576.00 

50.00 

160.00 

60.00 

125.00 

45.00 

185.00 

250.00 


Total Costs: 


opacebal Project Sales 

The LEVEL ONE SPactdai i 

55S 10 *-* 20 — *5 

Locating fee — $200/unit x 8 units 

Total money generated. 1.600.00 

Cost or Spacebal project. 7,600.00 

1,711.00 


PROFIT 
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Chapter 12: 

Locating 


Locating is the "wrap," or the last part of your sale. Locating is the placement of 
the product you have sold. As a biz-op operator, you are offering the mooch a complete 
package and locating is an important part of that package. "Guaranteed locations" 
(locations guaranteed to make money or they will be replaced by ones that will) are a 
powerful closing tool. A mooch will gobble up the promise that his locations are guar- 
anteed to make him money. 

It makes no difference if you do the locating or a locating company does. (A list of 
biz-op locating companies can be found in the REFERENCE chapter.) In order to close 
your sale, YOU MUST LET THE MOOCH KNOW THAT HIS LOCATIONS ARE 
GUARANTEED TO MAKE MONEY. That is one of your strongest selling points. 

In the Appendix you will find a document that guarantees locations. According to 
the agreement, you will provide the mooch with "relocates" (new locations) if his 
product does not sell. Fortunately, "tags" (stipulations that give you ways to break the 
contract) are written into the agreement. The tags are: 

• The mooch must provide you with a weekly sales report. (99 percent of the time, a 
mooch will not continuously send in a weekly sales report, thus making the con- 
tract invalid.) 

• The displays or machines shall be installed within seven days after the locations 
have been secured. The mooch has to show proof of this. If he cannot, the contract 
is null and void. 

• A letter requesting new locations must be sent by certified or registered mail. You, 
the biz-op operator, must receive the letter no later than the 65th day, otherwise 
the contract is invalid. If the mooch does not meet all of the above requirements, 
but still wants new locations, he must pay to have his displays or machines relo- 
cated. 
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M Alter 60 days - m-ch Knows he 

the wxssional'ly hanger-on who will fulfill all of the location agreement re- 

you occas onally ^ ^ fc calling your service, you can do one of two 

S” EUher changfyour 1-600-number to a new. unlisted one (P-^ing that you 
are not in the middle of a project), or have your answering service tell the mooch that 

you are in the hospital. The mooch will eventually give up. 

Locating is the most creative part of the biz-op scam. As I explained earlier, you 
sell a mooch on a display product by convincing him it is worth more than it actually 

* The only problem with this system is a store owner knows the retail value of the 
product Your marketing pamphlet will convince an inexperienced mooch that a $1 
bottle of skin cream is worth $7, but trying that with an established store owner is 
entirely different. 

When signing up a store for a display, I use two different forms. The "Independent 
Location Agreement" and the "Placement Agreement." Both can be found in the Ap- 
pendix. 

If you read these over, you will see that they are "loose," meaning they are very 
weak legally. The meat of the locating form boils down to this: The location is letting 
the mooch put his displays in. The displays belong to the mooch. The store owner gets 
a percentage. If the store wants the display taken out, the mooch must remove it. If 
the mooch wants to take the display out, he can do so at any time without legal liabil- 
ity. The agreements are simple and non-binding, but it gives the mooch a feeling of 
security. He now has been accepted by a member of his business community, some- 
thing he has always wanted. He is independent, free, calling his own shots. He owes it 
all to you and he is grateful. You are also grateful, especially when he kicks out the 
greenbacks. 

Anyway, back to the problem of slipping an overpriced product into the store of a 

The "Independent Location Agreement" and the "Placement Agreement" forms are 
custom made for the savvy businessman. Take a good look at both of these forms 
NO PLACE THAT REQUIRES YOU TO WRITE DOWN THE RETAIL 
PRICE OF THE PRODUCT. On the "Placement Agreement" form there is a line for 
commission. On the 'Independent Location Agreement" there is a blank box for 
special instructions. Nowhere is there a section devoted to the retail price of the 

oX h a Pr H°f UCl V'n PVeS thC l0Cat ° r ’ 3 tremendous advantage. You now hive 
a free hand to verbally stale a retail price without writing it down 

P»£^ eood deal on them by 

sell him 10,000 cards at 60 cent. each. Your cost was 10 ce" v ® T l ° 

sured the mooch the cards will retail for $1 75 Th a t m r ® C “ rd Y ° U haVe 3S " 
cents on each card sold, the mooch will end up making 65 cem ^ *7 ^ St ° re 5 ° 

Of course you know that the cards are no^worth more t h !7 ^ 
are working with on artist biz-op card (See Chapter ^ ~ mU>M ^ 
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stores to take the displays. The first thing you do is go to a Hallmark or any good card 
store and buy four high quality cards. You glue the back of the cards onto a nice card- 
board folder. You do not want the store owner to see the Hallmark name on the back 
of the cards. The pitch is quick and fast. 

"Hi, my name is , I'm working with a new, local card com- 

pany and we re placing small consignment displays of seasonal cards. " (Flash 
the Hallmarks at him.) We put them in free of charge." (Open up one of those 
spectacular Hallmarks.) "They retail for $1.25 (instead of $1.75) and you keep 
50 cents for yourself. " (The store owner knows he can easily sell the cards for 
$1.25.) "We will come in on a weekly basis to restock the best selling cards." (If 
you happen to be placing cards just before a holiday, make sure you have sev- 
eral of those holiday cards. If it's a holiday, tell the owner you are placing dis- 
plays of that holiday card. Explain how your company will supply all seasonal 
cards such as Christmas, Easter, etc. The location will be receiving a $500 dis- 
play at no cost.) "The only thing we require is this form." (Hand him the form.) 

"It's very loosely written. Basically it states the cards belong to us, but you are to 
get 50 cents for each one that sells and you can have the display removed at any 
time." (After he has read the form, hand him a pen. You should have already 
filled in the mooch's company name on the "Placement Agreement" and in- 
serted how much the location is to receive for each card they sell.) 

Any common sense businessman will see the potential of getting something for 
nothing. There is no risk involved. 

By using the "Placement Agreement" form, you do not expose the retail price of the 
product. When the mooch looks at the "Placement Agreement" he only sees the 50- 
cent commission. He has no idea you have told the store owner his $1.75 cards are 
going to sell for $1.25. 

After you have completed the agreed number of contracts, list all the stores on the 
LOCATION LIST. (See the Appendix.) The bottom of the LOCATION LIST form 
reads: "I hereby acknowledge receipt of a copy of the list of locations from my route of 
(Insert the product. In this case it would be 10 greeting cards dis- 
plays.) with the understanding that no guarantee of profit is made or implied by the 

seller and that all commitments made by (your company name) have 

been complied with. I am satisfied with the locations and am aware that I may change 
locations if I should desire." You then have the mooch. Sign it and initial next to "I 
have toured these locations." 

Touring the locations is always tricky. One golden rule of the tour is NEVER LET 
THE MOOCH HAVE AN IN DEPTH CONVERSATION WITH THE LOCATION 
OWNER. 

I have two effective ways of accomplishing this. Since your mooch is a novice en- 
trepreneur, he needs your advice. You are a teacher: he is the student. Using this 
k *nd or power, you pre-warn the mooch that business owners do not like to be dis- 
turbed. Tell the mooch you had to set up an appointment before you could talk to the 
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r^p 0 ma r ndou[ a, B?using this pre-waming ploy, you eliminate the chance of the 
mooch staying around and chatting about ««r*. ^ ^ yours , fl , ways ingist 

thaTwe°take'm l y automobile. By controlling the tempo of the drive 
tjvely keep the mooch from loitering. When the tour ■s fimshed, stop at a McDonald s 
or a bright little coffee shop. Get the paperwork signed. Give the mooch a carbon-less 
notebook (He will use this when delivering the cards. Someone in the store must sign 
for the card inventory.) Then collect the rest of your money In this case the remain- 
ing amount due on 10 card displays is $1,500. It must be paid by either cash or money 
order. NEVER ACCEPT A PERSONAL CHECK. 


Most of the time, a mooch will get his displays installed. It is usually by mistake or 
luck. The store owner might be too busy to look at the display and he will just point to 
an area and say. Put it over there." Sometimes the store owner will be out when the 
mooch drops the display off. Other times the store owner will just feel sorry for the 
mooch and let him leave it. It makes little difference. Usually after 30 days the store 
owners will want the displays taken out. 

If you are a smart biz-op operator, you will get the mooch a "backup" location. 
There is a good chance the store owner might turn down the card display. Backup lo- 
cations can alleviate excess mooch bitching. Hopefully this will do the trick. If not, all 
hell will break loose and you will need to have your 1-800-number changed to a new, 
unlisted one. That means the only way the mooch has of contacting you is through 
your PO Box. After 30 days he will tire of sending you nasty letters. 
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Chapter 15: 

Vending 


Snack vending is the backbone of business opportunities marketing. When I 
started biz-opping, vending was my primary source of income. New biz-oppers still cut 
their teeth on honor boxes and candy vending machines. 

Vending has been around longer than Christianity. The first vend popped up in 
215 B.C. It was a primitive vend that reacted to the weight of a coin and spilled out a 
small amount of holy water. Since that time, inventors and biz-oppers have created a 
business that is currently grossing over $10 billion annually. Vending machines now 
spit out everything from frozen steaks to hot, by-the-slice pizza. 

Candy vending accounts for 80 percent of the solid food vends. There are bulk 
vends that dispense handfuls of nuts, countertop vends that kick out full-size candy 
bars, compact vends that hold bite-size candy bars, and vends with built in micro- 
waves that not only give you candy, but pop popcorn as well. (See REFERENCE chap- 
ter for a list of manufacturers.) 

Your vending machine newspaper ad plays an important part in vending sales. It 
must be more interesting than other ads. Here are samples of successful vending ma- 
chine ads. 


SNACK ROUTE . 


ifitable 
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chain ot instant profit conteri. 
ground floor opportunity. 


Opportunity" Fraud* and Scam* 
Call 1-800- to oat in on thi* 


N BUSINESS BVBR. O.S.A 


a n unbar on# money-maker 1 


hot I It 'a here nowi it can 
a no overhead. Start part time. Ap- 
t required $15,950. Limited opportu- 


BOOT*. letabllehed location#. Profitability ouaranteed. 
$800/ weak caah income. Call 2« hour, for free brochure. 1-800- 


The last ad promises an established candy vending route. It gives the impression 
that the machines are in place and making money. The ad is called a grabber, some- 
thing that will get the mooch on the telephone. Once he s on line, ask what city he 
lives in. Then explain that you have 10 great locations (in his area) that want vending 
machines. These locations are so good that he will make $800 a week. All he has to do 
is purchase the vends, place them in the high grossing locations, and start making 
money. 

This is your primary lead in pitch for an established vending route ad. When you 
run an established vending route ad, the locations are included. Because of this, you 
will have u> up the price of the vending machine to compensate for the locating fee. 

After closing one of these deals, you will have to hustle. The locations should be 
ready before the machines are sent. If not, don't worry about it. As long as you have 
the mooch's money, he is at your mercy. When using the established route ad, have 
the machines in stock. On the other ads, you can wait until you have the mooch's 
money before purchasing the vends. 
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CourvUriop Vending Mackiae, 

We-u^kt : 05 lb. 

St^e: 30“ x 2X>" x- 2.Z" 

Capacity : |&5 iltems 




SSS-r?=s;«^c vsz 

mB fhe n “i a s an^art to purchasing vending machines. The best buys are used machines 
from your previous mooches. Always keep a mooch hit list, a list of a people to whom 
you have sold vending machines. (Do not worry about any of the following until you 
have built up a mooch hit list.) 70 percent of your mooches will want to unload their 
machines within one year. Driving from business to business to put in one candy bar 
quickly changes their vision of the billion-dollar vending industry. That's where you 
once again step in. Only this time the mooch doesn't know who you are. You will need 
to get another mailbox and 1-800-number. Do not use your old PO Box or 1-800-num- 
ber. Even a hair-witted mooch will recognize the address and phone number of the 
person who "dry humped him." 

Put together a mass mail postcard. You are now going to become a buyer of used 
vending machines. I call my company Vending Liquidators of America. The name is 
boldly printed on both the front and back of the postcard. (Do not use a PO Box num- 
ber, only a suite address.) The rest of the postcard reads: "WE BUY ALL USED 
VENDING MACHINES. COUNTERTOPS, UPRIGHT VENDS, MICRO VENDS, 
ETC. CALL FOR INSTANT CASH. 1-800- ' 

Since the mooch will recognize your voice, make arrangements with your answer- 
ing service to give out the information. There will be an additional charge, but it 
keeps you out of the picture. (Instruct the answering service not to give your name, 
only your company's name.) The answering service is to ask what type of machine it 
is, if it is in good shape, and how old it is. Authorize them to quote these prices: $75 
for countertops, $200 for upright vends, and $300 for microwave vends. The mooch is 
to re-pack the vends and have them sent C.O.D. will-call to your specified U.P.S. 
terminal. Try to get him to pay the freight. If he bitches, you'll have to pay. 

When they arrive, check the weight or the boxes. Countertops will weigh 85 
pounds; microwave vends 158 pounds. If the U.P.S. form indicates the weight is dif- 
ferent, ask for one of the boxes to be opened. If they refuse, do not accept the ship- 
ment. The mooch who sent the machines expects to be paid by cashier s check. There 
'“ n t' ng npcf u 6 ' but L protect y° urself Once have checked the weight 


a cashier s check Especially if you tell them it s 


i prevent an attempted 


Until you have compiled a mooch hit list, you will have to „ i r j a 
machines. J d.£ 
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fieds will become your second Bible. You have to devote time to the classifieds. Read 
them daily. You never know when a hidden money-maker will pop up. Many a time I 
have practically stolen used vending machines advertised in the classifieds. A desper- 
ate mooch will sometimes take almost any offer to get rid of his vending machine bur- 
den. Another classified vending method is the vending purchasing ad. "LOOKING 
F OR USED VENDING MACHINES. WILL PAY CASH. Phone This ad will some- 
times create more business than you can handle. 

Always check the mechanics and condition of the vends. For countertops offer $75 
to $120, for upright vends $150 to $200, for microwave vends $200 to $500, and for 
hot food vends offer $200 to $300. 

Your last option is the manufacturer. Even though the prices are structured to let 
you make good money, your net profit will not be nearly as much as on the used ma- 
chines. A list of vending manufacturers and prices of their machines can be found in 
the REFERENCE chapter. 

Profit On Vending Machine Project 

I am going to work with the most popular vend, the countertop. The package will 
be 10 used machines. Very seldom will the mechanism in a manual vending machine 
give you trouble. If a coin mechanism goes out, just order a replacement. Most of the 
used machines will need to be touched up and polished. It only takes a little work to 
make a vend look brand new. If at all possible, keep the machines in the original 
boxes. If not, buy good, sturdy, nice-looking shipping containers. 

Vending Machine Project Costs 
(10 Countertops) 

Cost of 10 used vends: $75 x 10 = 

Cost of refurbishing — spray paint, steel wool: 

(you can have it done by professional 
appliance repair person) 

Shipping boxes (good ones): $10 x 10 = 

Singer fee: $20 a unit x 10 = $200 x 2 singers = 

(only if deal closes) 

1-800-number starter-line: 

Business line return calls: 

Answering service: 

Newspaper ad: 

Locating expenses: 

(gas, food, motel, etc.) 

Total Costs: $L900.00 


$750.00 

30.00 


100.00 

400.00 

50.00 

100.00 

45.00 

175.00 

250.00 
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Vending Project Profit 


10 Countertops 9 $600 = 
Locating fee, $100/unit = 
Total Sale: 

Total Costs = 


$6,000.00 

1,000.00 

$7,000.00 

$1,900.00 


PROFIT: 


$5,100.00 


If you run a week-long ad, you should close three vending packages, for a total 
profit of $15,300.00. 

The pitch on the vending machines is similar to that for the honor boxes. (See 
Chapter 8.) Ask the mooch if he would like to make $800 a week with only 4 hours of 
work. He will have an exclusive distributorship, a ground floor opportunity — all of 
your distributors are making money — and he will be guaranteed to make money or 
the machines will be moved. The mooch will be taken around and introduced to the 


store or company owner. 

It doesn't have to be a long or complicated pitch. Go for the greed factor. The 
mooch is calling because he is hoping to go into business and get rich. Tell him what 
he wants to hear. 

Here's the lead-in to your profit pamphlet: 




Here is the pamphlet you requested regarding the billion dollar world ol vending. Each 
day. millions ol coins are poured through coin-operated devices. Automatic merchandising 
is one ol today's fastest growing industries. Everyday nearly 7 out ol 10 persons will do 
business with automatic merchandisers. The (antaslic potential for this business has only 
begun to be lully realized. 

Not only is the greatesl growth ol vending ahead ol us. but also Ihe greatest diversifica- 
tion ol vending is yet to come. 


^”!. e ®/® a ' ew ,easo 1 ns automatic merchandising is practically exploding. The high 
to™u^e^,™ ^ ^ ac " vrt,es makes automatic vending a more interesting al- 

ca " operale vlrtual| y anywhere and at anytime. The trends to- 
wards more impulse purchasing by consumers will benefit the growth ol Ihis industiy. 

noi^U^ll^a-tor ZEV? ^ I de T and '^usands ol businesses that do 
requiring no c£.ly ?£ s^ar^ * 100 pwcen ‘ mec hanical. 

•toms Z Z o ure n ^ e ^L C . m ! Chi, : eS " h0ldS U P 10 175 


our distributors runs e ^ratita^Mrato n rt arKl * ^il!^ number ol distributors. Each of 
our family P ° PefaUon and we are botano lor more distributors to join 

inlor^n^ will call on you with 
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Chapter 14: 

Auctions 


Government auctions present excellent opportunities for biz-oppers. The govern- 
ment sells over $1 billion in surplus every year. My most profitable biz-op government 
auction deal involved the purchase of 100 microwaves. (See Chapter 17.) 

The major drawback to auctions is cash. If you are just starting, and short of cash, 
auctions might be beyond your means. I have put together a complete list of things 
you need to know about auctions. 

Once you have decided to attend one, make sure you know how to get to the loca- 
tion. Drive by before the auction, check out parking and see how to get inside. This 
eliminates some possible reasons for being late when the time comes. 

Get there early enough to inspect the merchandise. There is usually an open in- 
spection period that will allow you to look at the goods. Sometimes the inspection 
takes place the day before the auction. Always ask. If you are after biz-op items, make 
sure they fall into the biz-op merchandising category. REMEMBER, at an auction all 
sales are final. 

When bidding for an item, make eye contact with the auctioneer. This will let him 
know you are a serious bidder. Make sure you know the bidding amount of the item 
you are interested in. If you are unsure, ask the auctioneer to repeat the amount. 
Auctioneers speak rapidly, so don't get confused and buy something for more than you 
intended. 


At government auctions no deposit is required to bid. If you make a purchase, you 
">ust make a partial payment of 20 percent of the total amount. (Unless full payment 
,s required.) Full payment will be accepted in the form of cash or money order. No 
Personal checks 

Government auctions are supervised by the General Services Administration 
n G pp' A ) - See REFERENCE chapter for the G.S.A. office closest to you^ AJs01 " ® 
REFERENCE chapter is a complete list of the governments Defense Re-utilization 
an Marketing regional sales offices. 
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merchandise seized by drug enforcement and the U.S. Customs. These items 

SSt, « envelop. b» lh. bidder end <umed ever t. the .»ct.omer. who 

opens the envelopes The merchandise is then awarded to the highest bidder. The 
items auctioned usually include liquor, jewelry, boats, airplanes, automobiles, real es- 
tate, clothing items and household goods - very few things that a biz-opper can work 
with, mainly personal things at a very low price. Although these auctions are open to 
anyone, you must become a member/subscriber to participate in the auction. To be- 
come a member/subscriber, contact: EG&G, 55 Bodega Drive, Nogales, AZ 85621, 
(602) 281-4705. This company is under contract with the U.S. government to conduct 
the customs and drug seizure auctions. Send them a stamped, self-addressed envelope 
and they will send you an application. 

Other auctions that I have done extremely well with are the bank and financial 
auctions. I bid on and got 100,000 boxed bottles of Rain Forest skin lotion and hair 
cream — a horrible product from the rain forest of Costa Rica that turned out to be a 
great money maker. (See Chapter 15.) 

Bank auctions are held because companies or individuals can no longer meet their 
financial commitments. In order to recoup some of their money, the banks have an 
auction. This means a biz-opper can get a great discount on money making items. 
These auctions are held about every two weeks, depending on how long the institu- 
tions want to hold the merchandise. 


Where do you find these auctions? First look in the Yellow Pages under Banks, 
Credit Unions, and Finance Companies. Call them and ask when the next auction of 
repossessed property will be held. They will tell you the time and date. Also check the 
classifieds in the local paper and in U.S.A. Today. 

When you get to an auction and you have been declared the high bidder, proceed to 
the cashier s table. You must pay at least $150 on your purchase price before the end 
of the auction. This is a deposit on your merchandise. You will then have seven days 
to pay the balance. (Be sure to keep the receipt for your deposit.) If the balance is not 
paid in the specified time, you lose your deposit and the merchandise is auctioned off 
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Chapter 15: 

Rain Forest 


Bank auctions can sometimes lead to unexpected wealth, as in the case of Rain 
Forest. 1 was working a mooch in Florida and, as always, I picked up the local paper 
and checked out the classifieds. Under Auctions, 1 found that the Bank of Carney was 
auctioning off several different lots of repossessed items. I called and discovered one 
lot contained skin care products. 

There was a combination of 100,000 bars of soap, and bottles of skin cream and 
hair cream. A cosmetic company called Rain Forest had imported the product from 
Costa Rica. According to what I could glean from the literature, all the ingredients 
were from the Costa Rican rain forest. I opened up several bottles and wasn't im- 
pressed. It was poorly packaged and the bottles were of a cheap rubber composition. 
The skin cream reminded me more of white axle grease than skin lotion. I could see 
why it didn't sell. That made little difference. If the price was right, I knew it could be 
biz-opped for a tidy profit. 

Included in the lot were 1,000 empty small sample jars labeled Rain Forest and 
approximately 900 cheap, thin-pressed wood displays. The displays were not much 
more than firewood, but that was all I needed. Those items combined with the bottled 
axle grease would be the key to the Rain Forest project. 

My bid of $5,000 got the whole lot. My cost per unit was five cents. The displays 
w ere just thrown in as part of the package. 

There were three different products — hair repairing cream, cleansing bars, and 
^in cream. I decided to go with packages of 12 and 25 units. The big package would 
include 25 displays with 1 000 bottles of hair cream. 1,000 bars of Rain Forest soap, 
a nd 1,200 bottles of skin cream. I had enough product to sell approximately 35 big 


Packages. 


We rented an office storage space in Tampa and se 
? .P w &s to purchase enough good quality skin cream 
miners. Next we found a high-quality wooden display. 
a Sears family photo studio. At that time, Sears w 


>t up shop. Our first marketing 
to fill up the 1,000 sample con- 
With display in hand, we went 
, as having one of their specials 
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where you and the kids sit in front of a pull-down backdrop for a snapshot. Our cho- 
sen backdrop was a waterfall. For the family, we substituted a Rain Forest display. 
For $29.95 we ended up with a nice cover photo for the Rain Forest marketing pam- 
phlet. We then joined the Better Business Bureau. The B.B.B. can be a real asset 
when you are working on a long-term project. Since your company is new, the B.B.B. 
will not have any complaints. That gives you bonus mooch points. A mooch always 
feels more comfortable when the B.B.B. verifies that your company is complaint-free. 

One of the things you must do when working with a cheap, worthless product is 
create the brand name illusion. You want to convince the mooch that this product is 
as good as Estee Lauder. The only reason it is being sold for less is that people are not 
familiar with it. It also creates a consumer friendly attitude. Instead of paying $60 an 
ounce for Estee Lauder, they can now buy a product that is comparable, Rain Forest, 
at $6 an ounce. 

To help enhance Rain Forest s image, we put together a list of the best skin lotions 
in the world. Naturally, the list included our bottled axle grease. This list helped 
plant the seed in the mooch's mind that Rain Forest skin cream was as good as any 
big-name product. 

Facial Skin Care and Hair Care Products Represent 
A $4 Billion a Year Market In The U.S. 

This is a List of The Very Best 

Brand Name Size Retoil Price 

Healing Skin Creams 


1. Lancome Anti-Aging Cream 1.75 oz. 

2. Biotherm Wrinkle Smoother 1.37 0 z. 

3. Prescriptives Multi Moisturizer 1.09 oz. 

4. Estee Lauder Controlling Cream 1.75 oz. 

5. La Prairie Creme Cellular 1 oz 

6. Ultima II All Night Moisturizer 1 oz 

7. Shiseido Facial Nourishing Cream 1 oz. 

8. Princess Marcella Borghese 1 85 oz 

9 Elizabeth Arden Day L75 oz 

Renewal Emulsion 

10. Clinique Daytime Moisturizer 1.75 02 . 

11. RAIN FOREST NATURAL PRODUCTS CREAM 

2 ounces $$$$$$$ 12 .9 5! , , , , 


$35 

$32 

$37 

$60 

$80 

$40 

$37 

$25 

$52 

$37 
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J„ relate to this. He also realizes that skin creams are exnens^e The . mooch 

want high-priced skin cream, but cannot afford it. But now thanks to thJ £!° P p ma * 

tHe 3Veraee WOrki - ~ Berut^nd 


Rain Forest Newspaper Ads 


$ UNLIMITED $$$$$. New! All-natural skin products 
advanced than Estee Lauder. Ground Floor Opportunity. 
FOREST — the COSMETIC WAVE OF THE FUTURE CALL - 


More 

RAIN 


A+$UPER DOLLARS. Billion dollar industry. NEW! I HOT! All 
natural skin product. Exclusive distributorship — $10K 
required. RAIN FOREST - Call 


MAKE $200,000 A YEAR!! Own a natural cosmetic business. 
NEW. Exclusive distributorship — No experience necessary 
— $10K RAIN FOREST — Call 


The Rain Forest phone pitch will sound familiar. (That's because all the pitches 
have the same format.) 

Hi 


Are you familiar with Estee Lauder and Max Factor ? (Yes, everybody is.) 
What we are offering is a product that is on the same level, if not above, Estee 
Lauder. We have spent millions of dollars on research. It has taken years to 
perfect an all-natural product of this nature and we have finally gotten the O.K. 
to begin our marketing in the United States. We do not want the skin cream to 
be mass marketed in chain stores such as KMart or Wal-Mart. We want to set up 
distributors who will have an exclusive territory. They, in turn, will get this 
fabulous new product into the hands of the independent beauty shops, tanning 
salons, dermatologists, etc. — shops that work one on one with their customers. 

The skin cosmetics business grossed over $4 billion last year and Rain Forest 
ls going to be taking a big piece of the pie. The distributors that get in on this 
ground floor opportunity are going to make money. If this is something you're 
interested in, we would like to C.O.D. you a Fed- Ex package of information. 
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Marketing Pamphlet First Page 

I used some of the literature that the old Rain Forest company had put together. A 
lot of it is a low-key. product pushing, soft sell. I incorporated it with some of my own 
hype and this is what I came up with. 


We appreciate your response to RAIN FOREST. THE NATURAL COSMETIC WAVE OF 
THE FUTURE. Rain Forest Producls has developed Ihe most advanced beauty system 
available anywhere in the world. Our rare and active ingredients are obtained deep inside 
the rain lores! in Central America. Our natural, patented formulas are the premise to an en- 
tire line ol all-natural skin and hair care products. 

We are acquiring high quality, all-natural ingredients from the incredible Costa Rican 
rain forest and trying to help re-flourish the destroyed area. We always try to avoid use ol 
industrialized ingredients, but in some cases it is necessary to include a minimum amount 
ol some stabilizer or preservatives. (t personally thought they got the ingredients trom a 
South American rubber factory ) 



' cted people. Those who become part 
Factor or Coca-Cola distributor. Stop 
Te an S8.000 investment in the first Mc- 
nchises are now $1 million.) That's be- 
} to take that lirst entrepreneurial step, 
laires. 

uct and we want dependable distributors 
lessional locators will secure Ihe highest 
distnbulors have to do is restock (which 
the shop owner has any questions, and 
mpler? 


ihe enclosed material. In a lew days, 
who. lor a $10,000 investment, have 
■ them is a reality — just as it can be 
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Profit On Rain Forest Project 


Cost Of Rain Forest Project 

I sold two different packages. One package had 12 units, the other 25. In this ex- 
ample we will use a package of 25. 1 will also include the cost of my "plant" (See Chap- 
ter 5) as well as the Sears pictures, wooden display and cost of a good skin cream. 
These items are a one time only expense. On a big money project, we went to national 
as well as local papers. All the expenses will be higher than normal. 

(Based on packages of 25) 

, Rain Forest skin cream. The "mooch" receives 1,250 assorted skin creams. My cost: 
$62.50. 

, Rain Forest hair cream. The "mooch" receives 1,000 units. My cost: $50. 

. Rain Forest cleansing bars. The "mooch" receives 1,000 units. My cost: $50. 

, Cost of marketing pamphlet, color covers and 500 pamphlets for the mooch to 
hand out: $225. 

, USA Today advertising: $475/week. 

, Local newspaper advertising, California and Texas: $350. 

, 1-800-number incoming calls: $145 
, Business line (going out): $350. 

• Answering service: $125. 

. Singers — two singers were paid $50/unit to set up a total of 24 "plants" (See 
Chapter 5.) $1,200. The singers were then paid $20/unit to tell the mooch how 
great Rain Forest sales were. Two singers x 50 units x $20 = $2,000. 

• Cost of skin cream to fill the empty sample bottles: $340. 

• Nice wooden display: $125. 

• Sears photos: $29.95. 

• Locating expense (25 units). Motel, gas, food, etc. $350. 


Summary: 

Skin cream 
Hair cream 
Soap 
Printing 
USA Today ads 
Local paper ads 
1 -800 # 

Business line 
Answering service 
Singers 

®°° d skin cream 

Display 

Photos 

Locating expense 
T °tal Costs: 


62.50 

50.00 

50.00 

225.00 

475.00 

350.00 

145.00 

350.00 

125.00 

3,200.00 

340.00 

125.00 
29.95 

350.00 
$5,877.45 



BIZ-OP: How to Get Rich with 'Business Opportunity" Frauds and 
84 

Profit On Rain Forest Project 


Rain Forest skin cream — 1,250 containers i 
Rain Forest hair cream — 1,000 containers i 
Rain Forest soap — 1,000 bars at $1.45 = 

25 Rain Forest deluxe displays $229 ea. = 
Locating fee $250/unit x 25 = 


; $5.77 ea. = $7,212.50. 
; $3.99 ea. = 3,990.00 

1.450.00 

5.720.00 

6.250.00 


Total: 

Cost of Product: 
PROFIT: 


$24,622.50 

5,877.45 

$18,745.05 


We ended up having enough product to sell 30 packages. After that, we shut down 
and I beat a hot path out of Florida. My partners and I netted almost half a million in 
six months. 

The REFERENCE chapter has a list of cosmetic companies you can purchase dis- 
continued items from. Most of the time you will have to create a new name for the 
product and have new labels made for each bottle. 



Chapter 16: Greeting Cards 
85 


Chapter 16 : 
Greeting Cards 


There is hardly a person alive who has not received a greeting card. Everyone 
knows that cards are a profitable, big business. Just look at Hallmark and Carrollton. 
A $2 card has a buck and a half of profit in it. It's this "fat money" that makes Hall- 
mark big, but it's the mooch's fat money that makes the biz-op operator big. 

If you are going to run a greeting card ad, you need to find a card source. Good 
sources are stores that are bankrupt or going out of business. A biz-opper has to be a 
continual classified ad watcher. It's in the classifieds that you find good deals — drug- 
stores going under, stationery or grocery stores closing. These are things that sud- 
denly pop up in your local paper. One week there will be a bankruptcy auction, the 
next week everything will be sold. If you are looking to pick up auction bankruptcy 
cards, you must continually scan the paper. You should never pay more than one to 
two cents a card at an auction. Your price to the mooch is 50 cents a card. 

There are easier ways of locating cards than at an auction. One is purchasing sec- 
onds, or close-outs, that the big card companies have. (There is a list in the REFER- 
ENCE chapter.) The best way to approach these companies is with a letter. Here is 
the correspondence I send requesting seconds or close-outs: 


American Greeting Cards 
Cleveland, OH 
Attn: Sales Dept. 


Big Time Marketing 
Seattle. WA 
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muiiitv in og-cenl stores but we will naturally need envelopes and. it at all possible, head* 
we would appreciate a reply within 30 days. II you have any questions, 
please call 999-999-. Thank you. 


(You can use a variation of this formatted letter with cosmetic companies, seed 

companies and automotive companies.) 

Almost every card company will come up with something. Always keep the price at 
10 cents a card or less. Remember, you have to pay for these up front; the "sell then 
buy" method will not work. 

The least expensive way (the way I like most) of biz-opping cards is the local artist 
route If you know an artist or a cartoonist who is willing to put together a series of 24 
different greeting cards on a percentage basis, go for it. Providing, of course, the artist 
is half decent. 

I worked with an Hispanic college artist who was exceptional. He put together a 
series of cards that appealed to the Spanish population. I sold 10 different distributor- 
ships in California, Texas, and Arizona. All of his artwork was of a Spanish cartoon 
theme done in black and white. I produced samples by going to the local quick printer. 
There I instructed the printer to make copies of the cards on a high quality, heavy 
duty gloss paper. After the copies were run, I precisely cut and folded them. Twenty 
complete sets were made. One was for the artist, one was for myself, and the rest 
were mooch bait. Since I was using quality paper and only running 480 copies, I paid 
15 cents each. The price dropped to 7 cents each when I ordered 5,000. 

You must always work out the percentage agreement with the artist before enter- 
ing in a biz-op artist deal. Even if he is a friend, put it in writing. If he doesn't create 
cards that look decent, no one makes money. All he has to do is create a mooch card. 
It needs to have a character or scene that you can sell as being your trademark. No 
one else has this card and your mooch will be the only one in his territory to have it. 
My Hispanic artist created a crazy rabbit. All of the text was in Spanish and in Eng- 
ish. 6 


My agreement with the artist guaranteed that he would receive 7 cents for each 
card sold. On a five-display deal (5,000 cards), his percentage was $350. A card pack- 
age always starts at five units. It consists of five floor model card spinners that hold 
45 different cards, 5.000 cards (1,000 per display) and five headers 

riJr/° U are P 7 J h “ sine cards al an aucti °". ^e spinners might be included. If not. 
there are several different ways of tracking down spinners. One is to call all the local 
fhTvT and . drUgSU>ras Ask lfthe > have any used spinners they want to get rid of I 
K d u°sed m st r 6 SP ' nnerS 3re 10 fil y ° Ur CardS ' Ne ™ — than°$2() 

mort^ roorn^ 8 thei ^ s torage^a rea I 'i e iook a !.h m ' ° Um ^ "rd displays just to make 
the old paint removed. The next al^wS * a8andblastin e shop and had 
white coat. Sandblasting $125, painting $200, tolriMKA Sri ^ “ h q “ ick Bl ° SSy ' 
save money by using a little elbow grease sandoaoer , A be f nn,ne b,z 0 PP er can 
If you cannot find used display! check in th/v ii^ „ d Spray paint 
store Displays or Showroom Display’s. You should beible ^find^f’i Gr0Cery ' Dr “C- 
V ue aDie to find what you want, but 
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ieht be too expensive. The cheapest route is to go mail order with Siegel Displays. 
'c" 1 REFERENCE chapter.) Twenty card spinners will cost you $60 each. You always 
want to triple the highest wholesale price of the displays. If they are $60, you charge 

t * ie A^°f a r as the cards go, you need to wholesale them at 50 cents each. Anything 
hove that might scare your mooch off 

8 If yo u are P rint ' n 6 a * oca * art ‘ st car( l. you should be able to produce them for 16 Vi 
ts a piece. That includes the artist's fee, printing and an envelope. I have gotten 
cen , at an auction for as low as two cents, but everything at an auction is cash. The 
Cflf e is true of the Hallmark type of close outs. The big drawback to company and 
sam jon cards is you have the cards before you have bagged the mooch. With artist 
®“ C cards, you pay for the cards with the mooch's money. 


Complete Displays 
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This is the lead in I used for the marketing pamphlet: 


Thanks for your ^‘frest in our exclusive greeting card distributorship. Our unique, 
attractive cards were the hit of the Atlanta card show. 


II you are a new entrepreneur, you need to know four things about cards: 

1. How sate is my investment? 

2. Who is in the business now? 


3. How much are they making? 


4. Can I reasonably expect to do as well or better? 

Those are really important questions and the enclosed material has the answers. You'll 
lind facts, figures and specific information. 


With Hispanic Creations, you will have the best of several worlds — money, success, 
enjoyment and — perhaps the greatest gift of all — complete independence. 

Our distributors require no special skills in sales, bookkeeping or technical training to 
manage their business. No heavy lifting is involved. All that's required is a desire to be fi- 
nancially successful. 


If there is one thing you can say about successful people it is that they open the door 
when opportunity knocks. Our distributorship is knocking really loud. You are looking lor the 
best business you can find; we are searching lor the best sellers in your area. 


We appreciate your interest. Now, carefully review the facts and figures in the enclosed 
material. Go off by yourself where it's quiet and read it from cover to cover. You'll see why 
cards by Hispanic Creations are a success. You'll discover why, as a grassroots distributor, 
you have the same opportunity as the first Coca-Cola distributor. 


Analyze the information today. Make notes about any questions you may have. We will 
call you back within the next few days and respond to any questions you have. 

Should you want answers before we call, use our toll free line, 1-800-, and ask tor 

You will now have the opportunity to join the satisfied lamily of 

Hispanic Creations. OUR DISTRIBUTORS DO NOT ANSWER TO A SUPERVISOR OR 
BOSS. THEY CHOOSE THEIR OWN WORKING HOURS. PART TIME OR FULL TIME. 
THEY ARE ASSOCIATED WITH AN INDUSTRY THAT IS EXCITING AND TRULY RE- 
WARDING. 


Best ol all. you can be up and running in a lew weeks. But don't hesitate too long. We 
have received inquiries from many, many persons who responded to the same newspaper 
advertisement in your area. 

The next time we speak on the phone. I'll give you the names and I phone ««bes «l 
some of our dealers. This will enable you to get an overall piclure of the success of H,s- 
Pamc Creations. 
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Profit On Greeting Card Project 


Cott Of Greeting Card Project: 

(Based on a 10-spinner biz-op artist package using reconditioned spinners.) 
Cost of printing cards (black and white on good gloss paper): 


8 cents ea. i 10,000 = $ 800.00 

Cost of 10 reconditioned displays: = 350.00 

Singers' fees: $20 a display x 10 x 3 singers = 600.00 

(only to be paid if deal closes) 

Artist s percentage: 7 cents x 10,000 cards = 700.00 

Answering service: 45.00 

1-800-number starter-line: should not be over 60.00 

Business line return calls: should not be over 85.00 

Newspaper ad: 175 00 

Locating expenses — gas, food, motel, etc.: 250.00 


Total Costs: 

Money Taken In On Card Project 

10,000 cards x 50 cents = 

10 spinners x $240 = 

Locating fee — 10 x $300 = 

Total money generated: 

Cost of project: 


$ 5,000.00 
2,400.00 
3,000.00 
$10,400.00 
$3,065.00 


PROFIT. 


$7,335.00 


Successful Newspaper Ads 


223A PROFIT!! GREETING CARDS A S7 Kim 

try. Publisher puts you in V bllllon P er year indue- 
tial- Low invest .em^i" 1 /* income poten- 
plan. l -800- a ' Cal1 £or free business 


locaucn ." 0 ££ L Guaranteed 

now. 1-800- “ nt of $5- 200 in 6 months. Call 


HISPANIC SEASONAL CARDS J 
distributorship. Guarante 
investment $3,500. 1-800- 


■ellinp new 
hioh volume 


cards. Exclusive 
locations. Min. 
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the Hispanic ad in several Spanish newspapers. We sold two distributor- 
I ra ^ u t I had to hire a person fluent in Spanish. For card locating pitch, see Chap- 



Chapter 17: 
Popcorn 


Auctions make biz-oppers money. Unfortunately, you must have cash. The "sell 
then buy" method does not work with auctions. There is a risk factor involved when 
purchasing items before selling them. 1 suggest new biz-oppers stay with the "sell 
then buy" method until they have become more experienced. 

One of my most successful government auctions involved microwaves. The horror 
stories you hear about the government spending $500 on a hammer or $800 on toilet 
seats must be true. I bid on and purchased 100 small commercial Litton microwaves 
for $3,000. At that time it was the smallest commercial microwave Litton made: 13 
inches x 18 inches x 9 inches high, .5 cu. ft. interior, 700 watts of power; weight 37 
lbs. It retailed for $200. 1 do not know what the government paid, but my per unit cost 
was $30. (Litton is no longer making that model.) 1 have sold and purchased many 
coin-operated large microwave vending machines, but this project would be a little 
different. 

My first move was to contact Deli Express (Eden Prairie, MN, 1-800-328-8184) and 
work a deal to purchase 1,000 cases of their assorted microwave popcorn. There are 
48 packs of popcorn per case. My cost per case was $6.50. Without purchasing the 
popcorn, I began running my ads. The object was to sell microwave popcorn routes. 

The microwave popcorn ads read: 

$ 114% PROFIT $. Phenomenal return on investment. $3,500 
required. #1 selling snack food. CALL - 

ONLY $3,500!!! Small investment. LARGE RETURN. America's 
ttl snack. Established micro route. CALL 1-800- 

# 1 SNACK. $3,500 investment. Equipment included. 114% 

Profit. CALL 1-800- 
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The popcorn phone pitch was: 

-How would you like to become part of the billion dollar popcorn b»sinef 99 
out of 100 people eat popcorn and we are offering you an opportunity to become 
port of this industry for only $3,500. That includes Litton state-of-the-art micro- 
wave equipment and enough product to almost double your investment We have 
people who are contacting prime tavern locations in your area right now. If 
you 're interested in this type of program, we ll overnight you a C.O.D. package 
of information. " 


I kept it brief. I didn't tell the mooch how much popcorn he would be receiving or 
the size of the microwave. Nor did 1 explain about the locating fee. Only give the 
mooch information if he insists. Push the C.O.D., Fed-Ex package. 

First page of the marketing pamphlet: 

I would like to thank you tor inquiring into this unique business opportunity. 

Nearly everyone I speak with has considered going into business. However, (or various 
reasons, they continue working lor their present employer and have not taken any serious 
steps to enhance their present financial status. 

The proposal ottered by POP LIGHT gives that person a chance to become financially 
independent without great financial risk (only $3,500). Due to our expertise and the popu- 
larity of the product, the success ol POP LIGHT is one of the highest in the country. The 
cost is low, the profit on popcorn is high. 

WHICH SNACK IS WHOLESOME. NATURAL. ECONOMICAL. DELICIOUS AND FUN? 

— POPCORN!!! 630 Million pounds are sold annually — 42 quarts for every man. woman 
and child. Popcorn sales double every 10 years. It's the world's number one-selling, most 
profitable snack food 

With our state-of-the-art micro-poppers, all you do is go to the location, drop off a case 
ol popcorn and collect your money. What could be simpler? No employees, no risk. Work 
out ol your house. Attain financial security. Your locations will be the best. Professional lo- 
cators will make sure ol that. 


Read over our material You 
tavern you can sell 20 portions 
JUST ONE LOCATION ! 


I will contact you later this week with information on other successful dislributors. 


Profit On Popcorn Project 


COST OF POPCORN PROJECT 
(10 units per sale. I 


Microwaves @ $30 ea. (government auction)- $30 x 10 - 
Popcorn (100 cases per 10 displays ) $6.50/case x 100 - 
Copies of marketing pamphlet: = 

Singer fee: $20 a unit x 10 = $200 x 2 singers = 


$ 300.00 

650.00 
30.00 

400.00 



Chapter 17: Popcorn 


i-800-number: 

(lots of calls on $3,500 ads) 

Business line (lots of return calls): 

Answering service (above average use): 

Newspaper ad: 

Locating expenses — gas, food, motel, etc.: 

Total Costs: 

Money Taken In On Popcorn Project: 

10 Microwaves x $350 = 

100 Cases popcorn x $ 12.96/case = 

Distributing fee = 

right to use POP LIGHT name (On a lower priced project, 
try squeezing the mooch for the right to distribute your 
product. It helps cover the singers and extra phone bills.) 


Locating fee $100/unit x 10 = 1,000.00 

Total: $6,096.00 

Cost of Product: $2, 140.00 

PROFIT: $3,956.00 


(I sold and located 10 of these packages in 90 days. My net profit — $39,560.) 

If you are interested in doing a project of this nature, you'll need to contact a res- 
taurant supply company or a name-brand microwave distributor. Get a price on 10 to 
50 .5-cu. ft. microwave units. Have the store give you a picture of the unit, then con- 
tact Deli Express, 1-800-328-8184, and get a popcorn price. (You might be able to get 
the same or a better price from a local distributor.) After you have all that info, run 
your ad and wait for the phone to ring. 

Locating 


75.00 

175.00 

85.00 

175.00 

250.00 

$2,140.00 


3.500.00 

1.296.00 
300.00 


The best places for these units are bars. Call on the bar owner either early in the 
morning, 8-9, or in the middle of the afternoon. Since the microwaves are light, carry 
°ne in and ask the bar owner if you can pop some corn for his patrons. Tell him you 
are no t selling it, but if he likes the popcorn, you will leave him a microwave and a 
oase of popcorn at no cost. Explain that he only pays for what sells and he will be net- 
ln g $30 a case. Selling price for a bag of popcorn: $1.25. 

Most taverns like having hot popcorn; it enhances their booze sales 

Th, id,. hak™, . i. easy — " d : 1 


*„ T ft he 'dea behind a popcorn 
50 a case. I sell it to the m 


mooch for $12.95 a case. He ir 
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for $31.20. There are 48 bags of popcorn. The tavern gets $1.25 a bag. This means the 
tavern will be getting $60 for the popped product. 

This is another ' sell then buy" program. Even if you only sell one package of 10 
microwaves, there is still a lot of profit in it and you will know how to biz-op another 
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Chapter 18 : 
Pay Phones 


The most economical way to biz-op pay phones is with used equipment. Running 
an ad in the classifieds can pay dividends. "LOOKING FOR USED PAY PHONES. 
WILL PAY CASH. CALL #" You will be surprised how many people have purchased 
new pay phones but are unable to place them. The most you want to pay is $300. 

Most phone companies have an annual used equipment auction. (Call and ask.) 
Included in the auction will be used pay phones. If you do not want to mess with an 
auction, call the big as well as smaller phone companies and inquire about used pay 
phones. Explain that you are going to convert them into lamps. It is usually much 
easier to work with the smaller, independent phone companies. Regardless, your best 
buys are still at the big phone company auctions. I have picked up good-looking, sal- 
able, older phones for as low as $25 a unit. 

Some of the pay phones might be inoperable, but they can be made to look good. 
(It's a rare mooch who knows the innards of a pay phone.) You want phones that a 
professional appliance repair man can polish into new looking units. (I have mine 
done by a professional company that does appliance painting and repair. Cost $75 a 
unit. You can do it yourself for a couple cans of paint, spit, polish and elbow grease.) 
How do you sell a good-looking phone that doesn't work? Simple: the phones are never 
installed because there is no place to put them. 

Next time you're driving around, stop in a convenience store and ask the manager 
'f he signed a contract for his pay phone. The answer, even though he may not know 
the terms of the agreement, is always yes. The contract runs from 5 to 10 years. They 
are le eally binding and not worth the legal expense of trying to break, bven if the 
S ore owner sells the store the contract is considered part of the sale and .s passed 
on. 

Most store owners couldn't care less about their pay P ho " e -nmoanvO can get an 
may be unaware of ,t. You, as the locator (or a '° catin VZn e , S ee ^ AP 

2 ? •**« - •*» ■ ■»» 
v nd| x for pay phone contract.) The main pitch is you win p y 
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that his present phone company is paying. (10 percent is standard.) Plus you will pay 
a $50 cash sign up bonus when the phone is installed. Since the contract with the old 
phone company cannot be broken, you do not have to worry about actually paying the 
cash bonus. All you want is a high traffic location to sign a contract so you can collect 
your locating fee. Locating pay phones by using the $50 bonus, higher percentage 
pitch is easy. It also pays well. I charge $300 a unit, half up front, the other half on 
completion. 

This is one time you let a mooch take his lime when he tours his locations. Stroll 
in with the mooch. Introduce him as the town's newest phone company owner. Let the 
mooch and owner chat while you use a measuring tape to get the dimensions of the 
old phone display (all a smoke screen). If the owner of the store happens to mention 
the $50, tell the mooch that's part of your program and you will take care of it. 

After the mooch has completed his tour, you explain that the first thing he must 
do is contact the old phone company and have the old pay phone removed. Then he 
has to get in touch with an independent phone installer and make arrangements to 
have his pay phone installed. The last step is to have his new number activated. 


Expect a call from your phone mooch within seven days. He will be very upset be- 
cause the existing phone contracts cannot be broken. He will want to know what you 
are going to do. If you have several other phone deals in the works, you will not be 
able to close up shop and disappear. So, your job over the next few weeks will be to 
provide an encouraging voice. That's impossible,'' you tell the mooch. "I've put almost 
50 of those phones in locations exactly like the ones you have. I'll get my attorney on 
this right away. I know we can straighten this out. Just give my attorney time to 
work on it.' Stall the mooch for a few weeks with attorney excuses. "He's out of town." 
He s ln co “ rt When the mooch a 6 ain reaches the boiling point, spring the good news 
on tarn. My attorney has reached an agreement with the existing phone company 
and they are going to remove their phones. It cost me a grand to work all this out, but 
1 intend to get you set up and making money." 

By this time, you should be ready to change your 1-800-num 


iber and go 
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Profit On Pay Phone Project 


Cowl Of Pay Phone Project . 

The cost of a pay phone project depends on how much you pay for the phones. The 
most I have ever paid is $150. so we will use that as the "high end price. You should 
always try to sell a package of three, but if a mooch only wants one, then make him 
happy by sticking it to him for $2,500. (If you want to go with new pay phones, they 
can be purchased at Alltel Supply Inc., 6625 The Corners Pkwy., Waycross, GA 30092. 
1-800-533-3161. QURDUM pay phones will cost you $960, AT&T $1,100. I have never 
purchased new units. I only do pay phone projects once every three years — too much 


Three pay phones $150 x 3 = $ 450.00 

Cost of refurbishing $75 x 3 = 225.00 

Boxes for pay phones: $25 ea. x 3 = 75.00 

(You want excellent ones stamped "Telephone.") 

Singer fee: $50 a unit x 3 = $150 x 2 singers = 300.00 

(only to be paid if deal closes) 

1 -800-number starter-line (incoming calls): 30.00 

Business line return calls: 75.00 

Answering service: 45.00 

Newspaper ad (per week): 150.00 

Locating expenses — gas, food, motel, etc.: 250.00 

Copies of marketing pamphlet: 30.00 


$1,630.00 


Pay Phone Project Profit 


three-pack in this example: 


it at $1,000 each. We will use the standard 


Three pay phones @ $2,000 ea. 
Locating fee - $300/unit = 

(I am setting this up as just i 
you should be able to move a 
Total: 

Cost: 


$6,000.00 

900.00 

>ut in a major city, 
ie pay phones.) 


$6,900.00 

$1,630.00 


PROFIT. 


$5,270.00 
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Newspaper Ads 


ALL CASH BUSINESS. Pay phone route being established in 
your area. Fantastic return. 1-800- 


PAY PHONES. GREAT LOCATIONS AVAILABLE LOCALLY. AT&T, MCI, 
ETC. 1-800- 


$ PAY TELEPHONES $ Pre-installation income verification. 
Full training. Professionally selected locations. From 
$6,000. 1-800- 24 hours. 


(Using the AT&T and MCI names means nothing. All phones will take either one. 
It just sounds more impressive.) 

Pre-installation income is the pay sheet the store owner receives each month. It 
shows how much the phone is grossing and what the owner's share is. If you ask the 
store owner about it, he will probably give it to you, especially if you are offering to 
double his percentage plus give him a $50 sign up bonus. (See REFERENCE chapter.) 

Pay Phone Project Phone Pitch 


" How would you like to be part of the $10 billion U.S. pay phone business? (Sounds 
interesting.) Well, what we are offering is a unique opportunity to join this industry. In 
your area we have on-site, full time locators who are securing prime locations, locations 
that are guaranteed to return your investment in six months." 

At this time you have kicked in the greed factor: You've told him it's a $10 billion 
industry and he's going to get a quick financial response. You can go on explaining 
about the quality of the pay phone, but you have to set the hook, and do not need to 
carry on an in-depth conversation. You want him to accept the Fed-Ex package. If he 
doesn't, don't waste your time. Go on to your next call. 

Marketing Pamphlet 


Welcome to the age of communications. On a daily basis, everyone touches^ co^ 
^.ion tool - T.V., radio, tax, phone, etc. It is the larges bus'ness n he woNd. G a ts 

£ h rt » AT&T. US Wes. and MCI control billions. ^ dually in this 

Vearty | he U.S. Approximately 25 billion $.25 pay ^ ^ ls ar ® pla< , t0 c0 ', n drop 
country. That figure does not include credit card calls which are almost equ 

Avenues. 
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The pav phone business growth (actor will never stop. The demand (or pay phones in 
commercial businesses is increasing. You can become part ol this phenomenal growth 
through DYNAMIC PAY PHONES OF AMERICA. 

We are offering you high-lraffic locations that will start making you money on the (irsl 
day. Each phone will only require 15 minutes ol your time weekly. You can operate out ol 
your own house. The work is light and pleasant. You have no employees, no wages, no 
employee taxes. This is among the least labor intensive ol businesses available lor invest- 
ment today. 

Our trouble-free automated phones eliminate all down lime. Like silent salesmen, they 
stand quietly earning you money. They do not get sick. They work day and night. Tele- 
phones are not affected by economic recession. It requires no skill or special training. Tele- 
phones simply sell voice service, leaving you. Ihe owner, to enjoy your (ree lime as you like. 
Our pay phones have been accumulating profits lor our operators at an ever increasing 
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Chapter 19: 

Pay Fax 


At present, pay faxes are the biggest biz-op rip ofT. They are also more in tune to a 
biz-opper who has money. A mooch is charged from $4,000 to $7,000 a unit. In order 
for a biz-opper to get a wholesale price of $1,200, he must purchase 50 units. There 
are very few used ones. 

A pay fax is nothing more than a glorified phone with a built-in fax and a credit 
card strip. It will not take coins, only credit cards. A primary pay fax pitch is: The pay 
fax will produce from 10 to 20 transactions a day. The average transmission is three 
pages, the charge, $12; 10 transactions, $120, 20 transactions, $240. The mooch is as- 
sured this will happen because of his guaranteed locations, locations such as county 
court houses, the airport, train stations, Red Lions and Holiday Inns. All high traffic 
fax places. 

One of the nice things about a mooch is they never do any location research. A 
good mooch always believes what a biz-opper tells him. Most of the time they are 
blinded by greed. If they were to do a little research, they would discover airports 
have their own public pay fax systems, major hotels do not intend to give up their 
lucrative fax money, and court houses have a fax in every office. 

In order to locate a public fax system, you have to revert to malls, photo centers, 
smaller motels and convenience stores. You sell the mooch on this by telling him you 
have other customers who only have those types of locations and they are getting ric . 

Since most people have never seen a public fax, it makes them easy to °cate. ry 
* fmd a location that has a public copier. Copiers and pay faxes go hand m hand. 
T °r you tell a store owner you are going to give him a free fax system, he w, 1 listem 
J he "^ch pays for the phone line and the installation. The location provides the 
Pace and gets 15 percent for doing that. ,. . mooc h s fax 

cr ed r of , the fax p itch is: The biz -° pper ' s m r b ,n- 

in evvili ard t . llling - When someone uses a Cre mce They in turn will take 16 percent 
for T 6 ° throu eh the biz-op operator s main ofr ' ce - . y ,. heck (This is done by 
'° r Pressing the paper work and sending the mooch h.s checx. 
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having the swipe temporarily hooked up to an established credit card billing company, 
not the biz-op office.) , . 

To the mooch this sounds like the easy life. Kick back, lie in the sun, belt down .ex- 
pensive wine and get a fat monthly fax check. Unfortunately, the mooch will not be 
able to buy a glass of beer with his fax check. The major problem with the pay fax is 
the way fax users respond to them. Even though the fax works, nobody will use it. 
People are afraid to swipe their credit card through for fear of someone getting their 
card number. People are also lazy. Why go through all the trouble of reading fax 
sending instructions when you can go to a Mail Box Etc. and send a cheaper, hassle- 
free fax? 

Now comes the cute part. If no one is sending faxes, there is no need to keep up the 
credit card billing system. Alter the last pay fax has been sold, the credit card billing 
system is discontinued and the operation is shut down. 

I will include some information on purchasing pay faxes, but if you are a beginner, 
I suggest you stay away from this program. A pay fax biz-opper is well seasoned and 
he has the money to back a pay fax project. 

There are two ways to purchase pay faxes. The most economical way is to run an 
ad in several major newspapers. It should read "LOOKING FOR USED PAY FAXES. 
WILL PAY CASH FOR FAXES IN GOOD CONDITION 1-800-." Do not pay any more 
than $500 a unit. You may not get a single call, pay faxes are still rare. 

Pay faxes can be purchased at Comtel Data Systems, Inc., East Dundee, IL. 708- 
426-0077. In order to get a wholesale price, you must purchase 50 units at $1,200 

Pay Fax Profit 


The entire cost of a new pay fax package, including telephone, 1-800 number, cost 
of pay fax, singers, etc., is $4,350. You will sell and locate the package for $15,000. 
Your net profit on a new pay fax deal will be $10,800, but remember, if you do not find 
used faxes, you will have to spend $60,000 up front purchasing new ones. 

Ads 


A typical pay fax ad reads like this: 


OUTSTANDING OPPORTUNITY. Public fax machines. Credit card 
activated. In excellent locations. Phenomenal return on 
. $15K will secure your future. 1-800- . 
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Chapter 20: 
Doing Business 
With Other Biz-Oppers 


Throughout the United States there are numerous biz-op locating companies. (See 
REFERENCE chapter.) They all sell and locate products of their own as well as prod- 
ucts for other biz-op operators. If you do a locating job for another biz-opper, always 
find out who is paying, the biz-opper or the mooch. Preferably it will be the mooch. He 
has cash. The other biz-opper might have a questionable check. 

Small biz-op operators do a lot of their own locating, but many of them devote as 
much as 50 percent of their time locating other operators' products. If a small opera- 
tor hits on a hot product, he will switch from local papers to USA Today. Because of 
his size he will be unable to take on a national locating program. Instead, he will con- 
centrate on selling and let other biz-operators handle the locating work. He only re- 
leases this work after a locating fee has been established. Out of that fee, he is to re- 
ceive a 10 percent kickback. If he doesn't, he will drop that locating company and go 
to another one. 


I exchange work with a lot of biz-op operators. If I sell a mooch 10 vending ma- 
chines in Texas, I will not make a trip to locate them. Instead I contact two biz-op op- 
erators in that part of the country and tell them about the mooch. I then give the 
mooch the phone numbers of the two operators. The mooch can then decide whom he 
wants to work with. The same is true for the Pacific Northwest. If a Texas biz-opper is 
selling a package in Portland, he will contact me. (For the benefit of all new biz-op op- 
erators, NEVER SELL PRODUCTS IN YOUR HOME STATE. Some biz-op marketers 
® lar eer states get away with this, but they have to set up a confusing system of 
au mmy companies and off-brand 800 numbers. It is also much easier to get lost in a 
heavily populated area.) , . . , 

It s all right to locate in your own state. Locating is considere a 
y°u provide the mooch with legal, signed locating agreements and he signs accep 
tance form (see the Appendix), you have fulfilled your contract. 
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When you are contacted by another biz-oppers mooch, let him know that you are a 
local, not an out-of-state, locator. A mooch wants somebody who is familiar with his 

Tell him you have customers with vending machines (for example) similar to his 
that are doing extremely well — as a matter of fact, they are doing so well they have 
expanded from 10 to 30 vending machines. Make it dear that you have the same 
vending machine in stock at a lower price. If he is buying them for $700, tell him you 
you can get them for him for $500. Explain that 50 percent of your business is repeat 
business. "My established customers are my bread and butter," is the phrase I use 
over and over. You want the "mooch" to understand that his machines are going to 
make good money and you would like to become part of his expansion program: "If 
you work with me, I will make sure that all of your locations are profitable." 

The last thing you tell the mooch is, "I will be sending you a contract. Please sign 
and return it along with a cashier's check for half of the locating fee." The other half 
will be collected when the job is finished. 


When doing smaller jobs for other biz-oppers, do not kickback 10 percent. The 
same is true when they are doing a small job for you. The "paying point" is $5,000 and 
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Post Script 


♦ ♦ ♦ ♦ 


This book contains a few of the things I have offered through biz-op marketing. 
There are many others, but describing everything is repetitious. The system is always 
the same. Find a product, revamp your marketing pamphlet, run newspaper ads, get 
mooch's money, buy product and locate. If you follow these steps and have no qualms 
about screwing people, you should find the biz-op racket to your liking. GOOD LUCK. 
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Biz-Op Locating Companies 

This list was put together on April 10, 1993. Some of these companies stay in 
business for quite some time; others only operate for a few months. I know most of 
these biz-oppers. If they get another 1-800 number, they usually contact me. I suggest 
you make calls to all of them and explain that you will be marketing products and 
might have some locating work for them. (Even if you are going to do it yourself, it 
pays to touch base with these people.) Let them know you will be available to help if 
they need locating in your area. Bullshit them. Don't tell them you're a novice. You 
can make a lot of money off doing other biz-oppers' locating jobs. DON'T TELL THEM 
YOU FOUND THEIR NAME IN A BOOK. Remember you're dealing with a pack of 
wolves. 

When you talk to the different locating companies, tell them you are looking for 
used vending machines. Some of the companies will have re-buy vends. Just make 
sure they will send them C.O.D. If not, you had better drive down and check them 
out. 


North American Vending Corp. 

3400 NE 12th Ave, Suite 179 
Oakland Park, FL 3334 
Business phone 305-568-9420 
RobertD. Sparks, President 
Vitamin Vending 

Prime Time Locating 

28870 U.S. Hwy. 1 North, Suite 300 

Clearwater, FL 34621 

813-726-4167 

Dave Evans 


World Wide 

22941 Triton Way, Suite 241 
Laguna Hills, CA 92654 
1-800-444-4172 
Business phone 714-588-0874 
Ron Johnson, Ken Marshall 

American Locators, Inc. 

2814 Spring Rd„ Suite 116 
Atlanta, GA 30339 
1-800-843-5580 
Jim Whitter 
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303Third St. N.E. 

Arab, AL 35016 
1-800-325-7887 
Business phone 205-586-7887 
Laura and John Higgins 

The above biz-oppers have been around for a year. The biz-oppers on the following 
bat have had their 1-800 numbers for about six months. 


Excell 

612 Bain Dr. 

Huntsville, AL 35803 

1-800-688-9100 

Business phone 205-880-9052 

Ed 


Universal Vendor 

1610 South La Cienega Blvd Suite 205 
Los Angeles, CA 90035 
1-800-877-7987 


Redskin Locating Service 
Missouri 
314-965-6173 
S. Crissman 


Phoenix Locating 
2310 State Rd. #5411 
Lutez, FL 33549 
1-800-487-1006 
Phil Daily 

Challenger Marketing 
2235 N. Courtenay 
Parkway, FL 32953 
1-800-749-9177 
Stan Hodges 

U.S.A. Locating 
2503 Canyon Ridge Ct. 
Arlington, TX 76006-4001 
1-800-572-1223 
Dale Hittion 


Quality Vending 

1905 Sherman St., Suite 300 

Denver, CO 80203 

1-800-568-2134 

Jay Levine, owner 

Jay sells all his vending machines with 
the location fee included in the price. 


U.S. Marketing 
1-800-638-1342 


Four Star Professional Locating 

Dallas, TX 

1-800-677-5577 

Sherie 

Gemini Marketing 
Huntsville, AL 
1-800-873-6094 

Business phone 205-882-2881 
Jim Christensen 

Rosenthal Locating 
Las Vegas, NV 
1-800-821-6029 
Rosenthal 

Coin Tex 
Kentucky 
615-943-4702 
Danny Woodward 

United Locations 
6659 Peachtree Industrial Blvd. 
Suite F 

Atlanta, GA 30092 

1-800-416-9688 

Steve Moneyham, owner 
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Quality Locations 

fiOO N. Winebach, Suite 250 

Evansville, IN 47711 

1-800-879-9239 

Gordon 


Paramount Promotions 
1-800-964-8737 

Jimco and Associates 

7737 Fair Oaks Blvd Suite 480 

Carmichael, CA 95608-1792 

916-944-2359 

Jim McVicar 

Merit Industries 
2525 State Road 
Bensalem, PA 19020 
1-800-523-2760 
Video Poker 

Telecomm Inc. 

Plaza 322 Route 46 
West Parsippany, NJ 07054 
1-800-232-9824 
Pay faxes 


National Tech Services 
3345 W. Hospital Ave. 
Atlanta, GA 30341 
1-800-638-1342 
Jack 

Morgan-Ashley 
Denver, CO 
1-800-234-3346 
Joe Degeudul 

Dave Slaughter 
1-800-376-6474 

USA Locating 
Dallas, TX 
1-800-572-1223 
Maurice Billion 

Drew's Distribution Inc. 
PO Box 632 
Fairforest, SC 29336 
803-574-0163 
Crane machines. 

Greyhound's Skill Cranes 
Rt 37 & Germania Rd 
PO Box 1697 
Toms River, NJ 08754 
1-800-222-0491 
Crane machines 


All American Locating 
707 N. Main, Suite B 
Evansville, IN 47711 
1-800-477-8087 
Clif Rednour 

Clif is the brother of Ted Rednour. Ted owns 
North American Locating. 


Vending Machine Manufacturers 

Prices current as of April 20, 1993 


Edina Technical Products 
1925 Annapolis Ln. 

Plymouth, MN 55441 

612-557.8000 

n.. , . , j —.pkonical vend. They manufacture the counter tops 22" 

» n. «» - * * - *"*“ * «• -X - . 
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hundred at $200 each. The retail depends upon the mooch. I've sold C.T.s as high as 
$800 each and as low as $350 each. The average price is $600 each. (See picture.) 
Edina also carries the upright vends (floor models). These vends are 55" high x 28" 
wide X 21 deep, weight 140 lbs. The upright vend is basically two counter tops 
stacked on each other and put into a metal box. Fifty of these will cost $600 each, 100 
units $500 each. Retail $2,000-S2,500 each or whatever the market will bear. 

Edina also stocks microwave snack machines 55" high x 28" wide x 21" deep, 
weight 157 lbs. The microwave uses 110-120-15 amp; U.L. approved. It is shipped 
separately. Fifty units, $700 each: 100 units, $600 each. Retail $2,50043,500 each. 



American Kuturo Corp 
P-O. Box 606 
369 Garden Cl. 

Grove City, OH 43123 
614-875-9207 

American Kuturo ca 
vends These are your m 


the combination 

minion stamp-type 




h.«* * iitker * ° f „ l !“ ir ra, ° rl “ '* rlo °" *■«, ™* „ " s 


l^Bron Mfg- 

LeBron Bldg. 

1492 S. 1 6th St. 

Omaha. NE 
402-342-2 1 76 

LeBron manufactures the hot soup, microwave-type of vending machine 55 high x 
2fi" wide x 21" deep, weight 175 lbs. It pops popcorn, spits out hot soups heals 
breakfast rolls and has a selection of chips and candy. Cost for 5 units, $800 each 
Retail $2,500. (See picture.) 
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Vend-Rite Manufacturing Company 
1750 W. North Avc. 

Chicago, IL 60622 

” v2S£ manufactures compact candy and cigarette vendmg machine. Their 
slickest machine is the Ferrara Pan Candy Store. It is 5 eep, g . 

weight 26 lbs. It holds 25-cent boxes of the candy kids love most — Red Hots, Lemon 
Drops, etc. It will either mount on a wall or has a pedestal. Your cost, $350. It retaila 
for $750. 

Vend-Rite's cigarette, candy machine is 18" wide x 11 " deep x 24'A high: weight 
95 lbs. These units also sell for $350, but they retail for $795. 


Seaga Corporation 
401 W. Arch 
Shannon, IL 61076 
815-864-2600 

Seaga carries three basic vending machines. One is the Super Vend 2000, a dual- 
headed bulk candy dispenser. It sits on a pedestal. Ijs height is 46", depth 8", width 
13"; weight 24 lbs. Your cost on 20 of these units is $89 each. Retail $250. Seaga also 
handles the C.T.s. They are the same basic size as Edina's C.T.s. Your cost on 20 to 50 
vends is $250 each. Over 50, they drop to $200 each. They will retail for as high as 
$800. Seaga's floor model vends are the same size as Edina's. Your cost, $450 each for 
10. Retail, up to $2,100. Seaga is an easy company to work with. 


Other American Vending Companiet 
Vendo 

7209 N. Ingran Ave. 

Fresno, CA 93650 
209-431-1770 
Candy vends. 


Shipman Mfg. 

13265 Lorena St. 

Los Angeles, CA 90023 
213-261-6151 

Soda, candy vends. 


Auto Photo Systems 
2722 Walnut Ave. 

Tustin, CA 92680 
714-731-3121 

Photo and self-serve business cards. 


Robo Vend 
4694 E. 10th Ct. 
Hialeah, FL 33013 
305-688-4994 
Popcorn vends. 


Eagle Vending Machines 
1640 Powers Ferry, Bldg. 21 
Atlanta, GA 30067 
404-590-0986 
Candy, soda. 


Leskro Vends 
911 Sullivan Rd. 
Aurora, IL 60506 
708-896-8555 
Snack, candy. 



Reliable Engineering 
1537 N. Lockwood Ave. 

Chicago, IL 60651 
313-735-5113 

Sanitary napkins, condoms, 
bail-point pens, postage stamps. 

Fawn Engineering 
P.O. Box 1333 
Des Moines, IA 50305 
515-274-3641 
Candy, soda. 
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North Western C orp 

Morris, IL 60450 
815-942-1300 

Vitamin capsules, ball gum. 
Victor Vending 
900 Parker Ave. 

Dassel, MN 55325 
612-275-2121 

Vitamin capsules, candy, bulk 


Gross-Given 
75 W. Plato Blvd. 

St. Paul, MN 55107 
612-224-4391 

Candy, cigarettes, pastry, snack, coffee. 

Ford Gum and Machine Company 
Hoad and Newton Ave. 

Akron, NY 14001 
716-542-4561 

Snack vending and ball gum machines. 

S?2U?c?Avr h ' n ’ C " P “ y 

Brooklyn, NY 11234 
7 18-241-8500 


Target Manufacturing Ltd. 

Clo' 17919 Place 

fe?;*^ cc, ”* d * v3S5Ki 

Popcorn vend. 


Roe International 
75 N. Bellview Rd. 

Whippany, NJ 07981 
201-887-0400 

Coffee, cigarettes, soda. 

Cavalier Corp. 

1105 E. 10th 
Chattanooga, TN 37403 
615-267-6671 

Vending machines, can soda. 

National Vending Systems Inc. 
1440 Kennedy Causeway, 

Suite 1424 

North Bay Village, FL 33141 
1-800-736-8363 
Candy vending. 

North American Vending 
Denver, CO 
Jerry Golden 


su 8gest th f 8 " SCe ’ t * lere * s a targe selection of vending companies to choose from. I 
Tel] them & ^° U e * t ^ ler wr >te or call the companies and request pictures and prices, 
together yo “ re a business opportunity marketer and you're going to be putting 
® x Ptain th" campai £ n f °r C.T. vends and you want the best deal you can get. 
new Pro' 0t ^° U -* us ^ finished "offing" 200 seed displays and you are looking to start a 
One oflk ^ on 1 * et them think you're an amateur. 

Like all 1 the drawb acks to new, state-of-the-art vends is you cannot triple your price. 
new 'terns, it takes awhile for the price to drop. The Ferrara Pan Candy Store 
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that Vend-Rite has is a nice unit, but you will not be able to triple your price. Its 
better to stay with a company that has a large stock of C.T.s. 

If you use the sell then buy" method, you need to know the price of your vends 
before you start quoting prices to the mooch. Remember, you should triple the 
wholesale price of the vend. If you're paying $200 for a new vend, you sell it for $600. 
If it's a $100 used vend, you still sell it for $600. Obviously, it's more profitable to 
track down used vending machines. 

Do not be afraid to tell the vending machine rep that you got a better price from 
another vending machine company. He just might come back with a lower price. 
Always ask if they have used machines in stock. Sometimes they will. It's your job to 
look out for yourself. PROFIT IS THE NAME OF THE GAME. 

Box Manufacturers 

The following is a list of places where charity honor boxes can be purchased. If the 
companies are not local, they can put you in touch with one that is. This is also the 
list sent out in the Assemble Your Own Charity Honor Box" project. 


United States Box Corp. 

1294 McCarter Hwy 

Newark, NJ 07104 

201-481-3000 
or 718-387-1510 

General Box Company 
Dept. 50 

710 Haines Ave. 

Waycross, GA 

912-283-5716 

Mac Chicago Corporation 

2445 S. Rockwell, Dept. 17 

Chicago, IL 60608 

1-800-992-6225, Ext. 17 

House of Cardboard 

3524 W. Potomac 

Chicago, IL 60651 
312-342-3600, Ext. 26 

Stock Boxes 

P O Box 14015 

Dayton, OH 45413-0015 

513-898-1700 

Corrulite 

P.O. Box 2307 

Clewiston, FL 33440 
407-996-2089 

Capitol Containers 

123-A N. Des Plains St. 

Chicago, IL 60606 

312-454-1515 

Pocking Company of California 

6400 E. Washington Blvd 

P O. Box 91-1191 

Los Angeles, CA 90040 

213-722-4330 

Fleetwood Containers 

2721 E. 45th St. 

Los Angeles, CA 90058 
213-588-7121 

Crocket Containers 

9211 Norwalk Blvd 

3 S fo«S nK ' CA “ ,0 
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international Packing 

,07 N. Cascade, Dept. T 
C 0 U,rado Springs, CO 80907 
1800-821-1633 


Brookfield Box Co 
3269 Ettie St. 
Oakland, CA 94608 
510-653-0522 


Kiva Containers 

2830 W. Osborn Rd. 
phoenix, AZ 85017 
602-258-8383 


Mason Box Company 
521 Mt. Hope St. 

North Attlboro, ME 02761-6129 
1-800-225-2708 


A.l. Halper Corrugated Box Co. 
900 6th Ave. S.E. 

Minneapolis, MN 55414 
1-800-959-0989 


Argos Box Company 
P.O. Box 14015 
Dayton, OH 45413-0015 
513-898-1700 


E-Z Pack 
6545 Wiehe Rd. 
Cincinnati, OH 45237 
1-800-895-1351 


Mefo 

Walnut and Center St. 
North Wales, PA 19454 
215-699-8755 


Westvaco Container Company 
P.O. Box 29411-05 
New Charleston, SC 29411 
1-800-745-3066 


International Containers 
6400 Poplar Ave. 
Memphis, TN 38119 
1-800-223-1266 


Accurate Corrugated Boxes 
7350 Stiles Dr. 

El Paso, TX 79915-2552 
915-778-7350 


Jim Dandy Boxes 
1505 Royal Parkway 
Euless, TX 76040 
817-540-1444 


Apple Corrugated Packing 
4433 Bronze Way 
Dallas, TX 75236-2005 
214-331-9000 


Stamford, CT (New York) 203-324-9277 
Chicago, IL 312-562-6100 
Indianapolis, IN 317-879-4430 
ht. Louis, MO 612-445-4201 
Uallas, TX 214-380-5511 


Inland Container Corp. 
Corporate Headquarters 
4030 Vincennes Rd. 
Indianapolis, IN 46268-0937 
317-879-4222 
Sales Offices: 

Newark, CA 415-790-7440 
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Corrugated Box Plants: 
Fort Smith, AR 
El Centro, CA 
Newark, CA 
Santa Fe Springs, 
Wheat Ridge, CO 
Macon, GA 


Chicago, IL 
Evansville, IN 
Garden City, KS 
Louisville, KY 
Minneapolis, MN 
St. Louis, MO 
Spotswood, NJ 
Biglerville, PA 
Hazleton, PA 
Lexington, SC 
Elizabethton, TN 
Dallas, TX 
Richmond, VA 


501- 785-4211 
619-353-9906 
415-797-2020 

CA 213-692-9465 
303-422-7700 
912-788-4500 
312-562-6100 
812-429-0389 
316-276-6349 

502- 459-8800 
612-445-4201 
314-225-4900 
201-251-2000 
717-677-8121 
717-384-3251 

803- 359-5101 
615-542-2112 
214-416-2691 

804- 231-1137 


Buena Park, CA 
Los Angeles, CA 
Ontario, CA 
Tracy. CA 
Orlando, FL 
Rome, GA 
Crawfordsville, IN 
Indianapolis, IN 
Kansas City. KS 
Minden, LA 
Hattiesburg, MS 
Edison, NJ 
Middletown, OH 
Erie, PA 
Vega Alta, PR 
Rock Hill, SC 
Knoxville, TN 
Edinburg, TX 


714-670-7603 

213-724-5010 

213-724-5010 

209-836-1971 

407-855-2121 

404-232-1525 

317-362-4010 

317- 634-4441 
913-321-1414 

318- 371-1414 
601-544-7400 
201-548-3400 
513-425-0830 
814-455-9031 
809-721-3434 
803-366-4103 
615-525-5703 
512-383-4939 


Plastic Companies 


These are plastic companies that carry material for the Jackpots. If they are not 
local, they will be able to direct you to someone in your area. This is also the list that 
is sent out in the voice mail "Assemble Your Own Honor Boxes and Jackpots" project. 


New Age Industries 
2300-21 Maryland Rd. 

Willow Grove, PA 19090-1799 
215-657-3151 

Universal Plastic 
4200 Jackson St. 

Denver, CO 80216 
1-800-395-8706 

IMPLEX 

1685 S. Ml. Prospect Rd. 

Des Plains, IL 60018 
708-827-7049 


Ono Industries 
P.O. Box 150 
Ono, PA 17077 
717-863-6919 

Resdel Corporation 
P.O. Box 3952 
Greenville, DE 19807-3952 
1-800-437-1062 

Tulox 

Dept. 6, Miller Ave. 

Marion, IN 46952 
317-664-5155 
Free catalog. 
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Term Plastics 

6 50 South Ave. 

1268 Valley Rd. 

Ga rland 'onn 

Shirling, NJ 07980 

908-789-1200 

908-561-3000 

Tri Lights Plastics 

Organ Plastics 

3901 Research Way 

P.O. Box 299 

Comer Ave. Industrial Park 

Hubbard, OR 97032 

Pell City, AL 35125 

1 .800-334-1395 

503-981-1934 

Sinclair & Rush 

Freelan-Wade 

3545 Scarlet Oak Blvd. 

1730 Miller Ave. 

St. Louis, MO 

p.O. Box 1007 

McMinville, OR 97128 

1-800-949-1141 

503-434-5561 

Busada Louisa Industrial 

Air Park 

World Plastics 

Louisa, VA 23092 

150 W. Commercial Ave. 

Moonachice, NJ 07073 

707-967-2882 

201-933- 2915 

American Industrial Plastics 

724 Fentress Blvd. 

Reham, Inc. 

Daytona Beach, FL 32114 

1800 Sierra Madre Circle, Dept. A 
Placentia, CA 92670 

904-274-5335 

714-666-0062 

Professional Plastics 

55 Bonaventura Dr. 

Professional Plastics 

San Jose, CA 95134 

740 Monroe Way 

Placentia, CA 92670 

408-433-1700 

714-579-0755 

Pyramid Plastics 

220 W. 5th St. 

Professional Plastics 

Hope, AR 71801 

4829 S. 36th St., #8 

Phoenix, A Z 85040 

6 °2-437-4555 

501-777-5759 
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Automotive Products 


These companies can all be approached using a variation of the formatted letter 
Chapter 16. 


Waxes and Cleaner* 

Auto Wax Company 
1300 Round Table Dr. 

Dallas. TX 75247 
214-631-4000 

Detergents, cleaners, polishes and 


BKB Automotive Cosmetics 
13400 Saticoy St. 

North Hollywood, CA 91605 
213-873-2065 
Waxes, polishes. 


Hi-Luster 
3512 Fowler St. 

Us Angeles, CA 90063 
213-269-3858 
Waxes, polishes. 

Mouthers Polishes 
5456 Industrial Dr. 
Huntington Beach, CA 92649 
714-891-3364 

S and S Car Care 
5340 Mayfair Rd. 

North Canton, OH 44720 
216-494-9535 
Wax, polishes. 

Additive s for Oil and Gas 
Automotive Accessories 
241 41st St. 

Brooklyn, NY 11322 
718-499-3838 


Guardsman Products 
4U N. Darling, Dept. SD 
Freemont, MI 49412 
1-800-766-8872 

Imagineering Enterprise 
1320 W. Sample 
South Bend, IN 46619 
1-800-723-4856 


High Luster 
2945 Runus Rd. 
Haywood, CA 94544 
510-785-0196 
Waxes, polishes. 

1691 California St. 
Corona, CA 91719 
1-800-959-1318 
Waxes, soap, detergent 
cleaners. 


Bell Additives 
1340 Bennett Dr. 
Longwood, FL 32750 
407-831-5021 


Champion Lubricants 
605 Laguna Dr. 
Richardson, TX 75080 
1-800-880-3350 

Kreen Motor Tonic 
1079 R. Thompson Ln. 
Nashville, TN 37211 
615-833-4866 
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Lubri-Loy Co 

6319 Wilson Ave. 

St. Louis, MO 63139 

314-654-6277 

Lubrication Company of America 

4212 E. Pacific Way 

Los Angeles, CA 90023 

213-264-1091 

Lubricant Supply Company 

75 Wisner Ave. 

Middleton, NY 10940 

914-343-4173 

Lubrication Engineers 

3851 Airport Freeway 

Ft. Worth, TX 

817-834-6321 

Octane Boost Corp. 

222 Town E. Blvd. 

Mesquite, TX 75149 

214-289-0631 

QMI 

360 Craftsman Blvd. #6B 

Lakeland, FL 33803 

1 -800-255-8138 


Toy Companies 

These companies can all be approached using 
(See Chapter 16.) 

a variation of the formatted letter. 

Creativity For Kids 

1802 Central Ave. 

Cleveland, OH 44115-2325 

1-800-642-2288 

Toys that teach. 

Harmony Toys 

570 Taxter Rd. 

Elmsford, NY 10523 

1-800-722-3263 

Cooperative play games. 

Chus Magic International 
*103-11860 Hammersmith Way 

Richmond, B.C., V745GI, Canada 
®04-272-2700 

Magic tricks and games. 

BRIO 

J.55W. Mill R d . 

l fc kee>Wl 53218 

■600-558-6863 

W °oden toys. 

Intex Recreation 

P.O. Box 1440 

4130 Santa Fe Ave. 

Long Beach, CA 90801-1440 
213-549-5400 

Die-cast toys and vinyl 
inflatables. 

Steven Manufacturing 

224 E. 4th St. 

Hermann, MO 65041 

314-486-5494 

Bedtime toys. 
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Gayla 

6401 Antoine St. 

P.O. Box 920800 

Houston, TX 77292-0800 
1-800-231-7508 

Kites, plastic and nylon. 

Giggles Toy Co. 

44854 Heydenreich Rd. 

Mt. Clemens, MI 48044 
313-468-4569 

Toys that glow in the dark. 

Trophy Music Company 
3800 Kelly Ave. 

Cleveland, OH 
1-800-321-0556 

Novelty instruments for children. 

The Collectors Club 
2707 McCone Ave. 

Hayward, CA 84545 
510-887-7168 
Stuffed animals. 


Opportunity Frauds and Scams 


Anatomical Chart Co. 

8221 Kiball Ave. 

Skokie, IL 60076 
1-800-621-7500 

Novelties, jewelry, puzzles. 

Dgi-Buki 
635 N.E. 4th Ave 
Miami, FL 33138 
305-751-3667 

Educational toys. 

J. Kan 

942 S. Long Beach Ave. 

Los Angeles, CA 90021 
213-623-7503 
Stuffed toys. 

Poof Toy Products 
4505 Helm St. 

Plymouth, Ml 48170 
313-454-9552. 

Assorted foam balls. 


Hope Industries 
380 Smith St. 
Farmingdale, NY 11735 
516-777-8690 

Walt Disney products. 


Bullyland, Inc. 

36 W. 25th St. 

NewYork, NY 10010 
212-633-9575 

Assorted Betty Boop toys. 


American-Made Country Critters 
217 Neosho 
Burlington, KS 66839 
316-364-8623 

Plush, stuffed animals. 


Toy Factory 
1-800-257-1744 
Assortment of toys. 

D & K Enterprises 
218 Landing Court 
Lee's Summit, MO 64064 
816-478-1700 

Children s books. 


Cosmetics Companies 


The following i; 
formatted letter to 


s a list of cosmetics 
> (See Chapter 16 ) 


companies that you 


send a variation of the 
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Arizona Natural 

2525 E. Beardsley 
phoenix, A Z 85024 

602-569-6900 

Gabriel Cosmetics 

126 S. Ave. 18 

Los Angeles, CA 90031 
213-221-2430 

K.S.A. Joba 

19023 Parthenia St. 

Northridge, CA 91324 

818-701-1534 

Jafra Cosmetics 

2451 Townsgate Rd. 

Westlake Village, CA 91361 
805-496-1911 

Jolen Cream 

25 Walls Dr. 

Fairfield, CT 06430 

203-259-8779 

Cascade International 

2424 N. Federal Hwy., Suite 318 
Boca Raton, FL 33431 
407-338-8278. 

Key West Cosmetic Factory 

P.O. Box 1079 

Key West, FL 33041-1079 

305-294-5592 

Lady Godiva 

7211 N.W. 35th St. 

Miami, FL 33147-5833 
305-696-6155 

Cosmyl 

16115 N.W. 52nd Ave. 

Miami, FL 33014 

305-682-1112 

Miss Marion Cosmetics 

1929 N.W. 20th St. 

Miami, FL 33135-1641 
305-325-0327 

N.D.G. Cosmetics 

7601 Treasure Dr., Suite 1614 

North Bay Village, FL 33141 
305-861-8088 

Creative Cosmetics 

417 Richard Rd. 

Rockledge, FL 32995 
407-636-0717 

Erickson Cosmetics 

1920 Clybour Ave. 

Chicago, IL 60614 

312-327-3800 

Carson Products 

P.O. Box 22309 

Savanna, GA 31403 

912-651-3400 

Lanova Cosmetics 

9326 Anthony Ave. 

Chicago, IL 60617 

312-375-5858 

Mineral Cosmetics 

2824 Twelve Mile Rd. 

Berkley, MI 48072 

313-542-7733 

Ansell Benjamin 

1555 Industrial Blvd. 

St. Louis, MO 63132 

314-429-4300 

Noyes P.J. 

Box 381 

Lancaster, NH 03584 
603-788-4952 
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Paramount Cosmetics 
135 38th St. 

Union City, NJ 07087 
201-865-8126 


American Beauty Products 
1623 E. Apache St. 

Tulsa, OK 74106-4006 
918-428-2577 


Dermac 
Salem, OR 
503-399-8181 

Papelera Puetonigra 
P.O. Box 40 
Utnado, PR 00641 
809-894-2098 

Beauticontrol 
3311 Boyington 
Carrollton, TX 75006 
214-458-0601 

Textures 

379 South West 13th Ave 
Pompano Beach, FL 33069 
305-946-0440 


399 E. Baltimore Ave. 
Landsdowne, PA 19050-2503 
215-623-4462 

Beauty Creations 
1400 Regan 
Memphis, TN 38101 
901-774-9023 

Panet Corp. 

5700 W. Douglas Ave. 
Milwaukee, WI 53218 
414-462-0980 


Card Companies 


Calient Greetings 
2654 Medill Ave. 
Chicago, 1L 60647 
312-489-2000 

Sunshine Art Studio 
45 Warwick St. 

Springfield, MA 01 101 
431-781-5500 

Omaha, NE 68117 
402-731-0411 


Masterpiece Studio 
5400 W. 35th St. 
Cicero, IL 60650 
707-656-4000 


Hallmark Cards 
p O. Box 419580 
Kansas City, MO 64141 
816-274-5111 


-6580 


luusoo American Rd. 
, C r±" d - °H 44144 
216-252-7300 



paramount Card 

4°0 pine ?L- 

p °. B°* 6465 

Pawtucket, Kl 


References 

127 

Burgoyne, Inc. 

2030 E. Bybery Rd. 

Philadelphia, PA 


Check your Yellow Pages for local greeting card companies Tell then, „ 
distributing toys to local stores and you want to add a cheat) line «r ? 8re 
portfolio. For out of state card companies, use the formatted letter in Chapter 16 y ° Ur 


Seed Companies 


N-K. Lawn and Garden Co. 
7500 Olson Memorial Hwy. 
Golden Valley, MN 55459 
612-543-7236 


Crossman Seed Corp. 

West Commercial and Crossman Terrace 
P.0. Box 110 

East Rochester, NY 14445 
716-586-1928 

Gurney Seed & Nursery 
110 Capitol 
Yankton, SD 57078 
605-665-4451 

Use a variation of the formatted letter in Chapter 16 when approaching the seed 
companies. The best time to run seed distributorship ads is during the winter. It gives 
the mooch a financial reason to look forward to spring. 

810 MONEY IN EXOTIC SEEDS. Limited distributorship. Only 6K 

required. Call - 


Burpee Seeds 
300 Park Ave. 

Warminster, PA 18974 
215-674-4900 

International Specialty Supply 
820 E. 20th 
Cookeville, TN 


Petoseed Co., Inc. 
1905 Lirio St. 
Saticoy, CA 93004 
805-647-1188 


Overseas Markets 


The following is a list of overseas markets. They will have a variety of 
erc handise. Write and ask what items they are closing out. 


I /Q < ) 8ce ’ Belgium, Netherlands, 
‘ a Jy and Spain 

obO TrouviUe France 

^<33)31 88 61 16 


Japan 

Nippon Service, Ltd. 
3-9-5 Kotobuki 

Taito-Ku, Tokyo, Japan 
Phone (81) 3-3842-6001 
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Hong Kong 

Sico Trading Company, Ltd. 
Honytex Bldg., 10th FI. 

22 Ashley Rd. 

Kowloon, Hong Kong 
Phone (33) 852 376 1671 

Taiwan 
Trade Winds 
P.O. Box 7-179 
No. 7, Lane 75 
Yung Kang St. 

Taipei, Taiwan 
Phone (88) 62 396-4022 


Korea 

World Marketing, Inc. 
Dongbo Bldg. 

81-9 Nohyun-Dong 
Kangnam-Ku, Seoul, 
135-010 Korea 
Phone (82) 25 11 49 44 


U.S. Government Auctions 

General Services Administration 
Regional Disposal Divisions 


Region 1 

Connecticut, New York, New Jersey, Massachusetts, Rhode Island, New Hampshire, 
Vermont and Maine. 

John W. McCormack 
Post Office and Courthouse 
Boston, MA 02109 
617-223-2651 


Region 4 

Delaware, Maryland Virginia, West Virginia, Pennsylvania, North Carolina, 
Mississippi, South Carolina, Tennessee, Alabama, Georgia, Florida, Kentucky, 
National Capitol Area, Puerto Rico and the Virgin Islands 
75 Springs St. S.W. 

Atlanta, GA 30303 
404-221-5133 


Region 5 

<*• - 

Chicago, IL 60604 
312-353-6064 
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M»«"ri. Iowa. Nebraska, Arkansas. lea*.,,,. N ,„ ^ 

Texas. 

£ Worth, TX 76102 

Cafifornia, Nevada, Arizona, Hawaii, Guam, American Samoa and the trust territory 
of the Pacific Islands. 

525 Market St. 

San Francisco, CA 94105 


Alaska, Colorado, Idaho, Montana, North Dakota, Oregon, South Dakota, Utah, 
Washington and Wyoming. 

GSA Center 
Auburn, WA 98002 
206-931-75 48. 

Any of these offices can either give you the time and place of government auctions 
or give you the number of a person who has that information. 

Defense Reutilization And Marketing 
Regional Sales Offices 


Defense Reutilization and Marketing 
Region Columbus 
P.O. Box 500 

Blacklick, OH 43003-0500 
614-238-2114 


Defense Reutilization and Marketing 

Region Ogden 

P-0. Box 53 

Defense Depot 

Ogden, UT 84407-5001 

®°l-399-7257 


Defense Reutilization and Region 
Marketing 
Region Memphis 
P.O. Box 14716 
Memphis, TN 38114-0716 
901-775-6417 

Defense Reutilization and 
Marketing 
Region Europe 
A.P.O. NY 09633 
06121-82-3505 


[^j^^entilization and Marketing 

Rox2ll aWa " 

HI 96782-0211 


Defense Reutilization and Region 
Marketing 
Region Australia 

FPO San Francisco, CA 96b»U 


2920 

099-49-3214 
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National Sales Office D.O.D. 

Bidden Control Office 
P.0. Box 1370 

Battle Creek. MI 49016-1370 
616-962-6511. Ext 6736 


Glossary Of Biz-Op Slang 

Back-up locations — extra locations for mooches' vending machines or displays. 
Bagged a mooch — just screwed a customer. 

Bix-opper — a person who runs business opportunity scam ads in a newspaper. 
Biz-op tax shelter — an illegal tax operation. 

Bon-bon eater — a housewife who is ripped of T through work-at-home scams. 

Cash and stash — cash checks: don't deposit them. 

C.T. — counter top vending machines or displays. 

Continuous runner — a newspaper ad that is successful. 

Fly 'n' buy — when a biz-opper pays to fly a mooch to his company warehouse. 

Give away — something you give a store owner to entice him to take your product. 
Grabber — newspaper ad that makes false promises. 

Greed factor — your product must appeal to the mooch's greed. 

Guaranteed locations — locations that are guaranteed to make money or the 
displays will be moved. 

Guaranteed sale — a store does not pay for a product until it is sold. 

Header — sign that goes on top of display. 

Hidden money — cash that is stashed for tax reasons. 

Hit and run money — money that is token from a mooch through questionable 
means. As soon as you get it you disappear. 

Hook — you have a mooch on line and are reeling him and his money in. 

Independent Location Agreement — form that location 6igns to accept placement 
of vending machine or display. 

URjL - Location Request Agreement. A form that is sent to the mooch. He signs it 
requesting locating work. 

Location list - form that the mooch signs. It lists all the locations that his displays 


person who finds locations for vending machines and displays 
— refers to a nonbinding location placement form 
Money reach — first phase of the biz-op scam. 

Mooch — person being screwed. 

Mooch hit list — a list of suckers you have screwed. 
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Mooch poi^ 


things that help you sell the mooch. 


c h real estate — an easy area to place displays at 
J Uch report - singers tell Wz-opper how mooch is responding to the bait 
- National Awareness Foundation. A charity that locators use 
J F B . - National Federation of the Blind. A charity that locators use 
Offing getting rid of - 

• ^ - you pay another biz-opper 10% of anything over $5000 


paying P oint J, ''“ ~.«--vff«=* i U -» ui anytnmg over $5000 

Agreement — form that location signs accepting vending machine or 


placement 


display. L L , 

He-buy vends — to buy back vending machines you have sold a mooch. 

Relocate — to find a replacement location for an unprofitable location. 

Sell before you buy — a method biz-oppers use to get the mooch s money before 
they have the product. 

Singer — a person who lies to the mooch about the product the biz-opper is selling, 
nirer set-uo — getting the mooch primed and readv to talk to tbs hir.onnor 


Singer — = F’ 51 *”' f* »«>«.>■ me oiz-opper is selling. 

Singer set-up — getting the mooch primed and ready to talk to the biz-opper’ 


singer. 

Spinners — a display that sits on the floor and can be rotated. It holds the mooch's 
merchandise. 

Starter kit — a kit sent to a bon-bon eater. The starter kit supposedly contains all 
the product she needs to start her own home assembly factory. 

Tag — a flaw in the mooch's contract that allows the biz-opper to break the contract. 

Tour — to take a mooch to his locations. 

Underground money — illegal tax-free money. 

Upright vend — large floor model vending machine. 

Work-at-home programs — an assembly oriented program that is sold to the 
housewife. Supposedly she is to get rich assembling products at home. 
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Appendix: 
Business Opportunity Contracts, 
Charity Forms, 
Locating Agreements, Etc. 


Forms are in numerical order. 

1. Charity Contract for the National Awareness Foundation (N.A.F.). To be filled 
out and sent in by the mooch, (pages 135-136) 

2. National Awareness Foundation Locating Agreement. An agreement location 
signs when accepting vending machines, (page 137) 

3. Charity Contract for the National Federation of the Blind (N.F.B.). To be filled 
out and sent in by the mooch, (pages 138-139) 

4. National Federation of the Blind Locating Agreement. An agreement location 
signs when accepting vending machines, (page 140) 

5. Charity Contract for the American Association of Lost Children, Inc. To be filled 
out and sent in by the mooch, (page 141) 

6. American Association of Lost Children, Inc. Locating Agreement. An agreement 
location signs when accepting vending machines, (page 142) 

7. Contract for Search Reports. To be filled out and sent in by the mooch, (pages 
143-144) 

8. Consignment Agreement for Search Reports Toy Displays, (page 145) 

9. Distributor Purchase Agreement. Sales contract for merchandise you are unload- 
ing. (pages 146-147) 

10. Purchaser Contract. Sales contract for merchandise you are unloading, (page 
148) 

11. Buyer's Inventory Purchase Order. Sales contract for merchandise you are un- 
loading. (pages 149-150) 

12. Wholesale Purchase Order. Sales contract for merchandise you are unloading, 
(page 151) 

13. Letter of Acknowledgment. If you ever end up in a court battle, this document 
can save your ass. The mooch is to initial each square. If you are dealing with a 
hit and run product, such as Rain Forest, it always pays to cover your buns, (page 
152) 
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14. Location Agreement Contract (for vending machines). Contract the mooch signs 
that guarantees his locations, (page 153) 

15. Limited Warranty Agreement (for displays and equipment). Contract the mooch 
signs that guarantees his locations, (pages 154-155) 

16. Assigned Location Company Agreement (generic for all equipment). Contract the 
mooch signs that guarantees his locations, (page 156) 

17. Independent Location Agreement. Agreement that location signs when accepting 
displays, (page 157) 

18. Placement Agreement. Agreement that location signs when accepting displays, 
(page 158) 

19. Location Agreement. Agreement that location signs when accepting displays, 
(page 159) 

20. Telephone Agreement. Agreement that location signs for pay phone, (page 160) 

21. Verification of Pay Phone Revenue. Statement that shows how much money the 
pay phone is generating. Always pick these up. Even though the phones are very 
seldom installed, it helps to get the locating money out of the mooch, (page 161) 

22. Location List. Form that you use to list all of the mooch's locations, (page 162) 

23. Location Understanding. Form that basically states that the locator will not be 
back to relocate. This is a tag form. If you get the mooch to sign it, his 90-day 
warranty form isn't worth beans, (page 163) 
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1 Charity Contract forth* National Aw 


varenett Foundation (N.A.F.). (Page 2) 
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LOCATING AGREEMENT FOR VENDING OUTREACH 

Thank you for agreeing to participate in the Vending Program of the HUGS NOT DRUGS 
project of I he National Awareness Koumlaiion. by allowing the placement of a vending 
machine on your premises which bears our service message The monthly service fees 
we receive from the operators of these machines (regardless of any product sales) is 
making a significant improvement in the programs we are able to provide. Those who 
read our service message which appears on each machine pul us in contact with many 

decide at any time you no longer desire to participate in our Vending Program, simply call 
the person who placed the machine and it will be cheerfully removed 


Vour signature below simply indicates your willingness to participate in our Vending 
Outreach Program and implies no liability or continuing obligation on your part. 


BUSINESS NAME: 

ADDRESS: 

ZIP: 

TELEPHONE NUMBERS: ( 1 ( ) 

APPROVED BY: 

(Signed) 

NAME OF LOCATOR (PRINT): 

OPERATOR spppnvA! ■ 

DATE: 

TEI.EPHomf ri nn ai y. 

THANK VOL 1 !! 


NAF Communications 601 Pcnnsylvana A.e . Was 

.nington. DC 20004 


2- National Awarene .. Foundation Locating Agreement. 
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NATIONAL FEDERATION OF THE BLIND 
CONTRACT 



Charity Contract for the National Ftde, 


eration of the Blind (N.F.B.). (Page 1) 
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NAJIOMM FEDUMION OF TH£ BLI 



1 Charity Contract for the National Federation of the Blind ( 
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Charity Contract for the American Association of Lost Ch 
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American Association For Lost Children, Inc. 


LOCATING AGREEMENT FOR VENDING OUTREACH 

Dank you for agreeing lo larucijoic in the Vending Program or the American Aaaocla- 
don For Loot Children, Inc., by allowing the placement of a vending machine on your 
premises which bean our service message The monthly service fees we receive from the 
operators of these machines (regardless of any product sales) Is making a significant 



Your aignature below simply indicates your willingness to participate in our Vending 
Outreach Program and implies no liability or continuing obligation on your part. 


BUSINESS NAME: 


ADDRESS: ZIP: 

TELEPHONE NUMBERS: ( ) 

APPROVED BY: 

NAME OF LOCATOR (PRINT): 

OPERATOR APPROVAL: 

TELEPHONE (LOCAL): 




(Signed) 

DATE: 


6. American Ae.ociation oflo.t Children, Inc. Locating Agreement. 
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7. Contract for Search Report ». (Pot* V 
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7. Contract for Search Reporti. (Page 2) 
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LOCATION CONSIGNMENT AGREEMENT 

(Print All liKormalion) N 1 


DATE 

IIAtlF mP 1 OCATION: 

Lr r*TION ADDRESS. 

nr — 

CITY . STATE: 

nnr>NE ( J 

MANAGER 

ZIP: 

The LOCATION OWNERIMANAGER agrees as follows 

or slutted leys. Ihal this merchandise Is on consgnmenl memo with sad tocan 
sold Signed copies win be maintained by both padres 

on indicated above unu 

2) Thai Ihe Oulreach Toy Display Dislnbulor is llte owner ol said merchardrse and that ihe interskrad 
location Owner/Manager agrees lo use h.sor her best eKons lo sell this merchanose lor cash at inelvr. 

3) To pay ihe Outreach Distributor lor all items sold or rnsstng ai the tiro ol n 
restocking 

emery verecun and 


4) To rc cerve lull payment a commssron equal lo % d the gross sales (eickisive or sales In) 

ol items sold Horn this display rack 

5) Thai i he Outreach Distributor will maintain the Toy Display Rack and regularly vise the beaten mealed 
above m order lo promptly restock the display rack 

6) To have the right lo request removal ol Oulreach Toy Display Rack(s) and merchanrtse at any tune, wen 
reasonable prior notice, and will not permit me removal ol said loy display rack and merchandise by 
anyone other man the Oulreach OisirOutor ol his ageni 

7) Thai all outstanding consignment memos be paid in lull as speemd in aem 3 above 


(Authorized Location OwnerrManager Signature] 


OUTREACH DISTRIBUTOR NAME: 


OUTREACH DISTRIBUTOR _ 


No ol Toy Display Racks At This Location 

T >pe 01 Unn TOY DISPLAY RACK 

N ame ol Charitable Organization: SEARCH REPORTS, INC. 

Store Hours Weekdays. AM lo PM 


ToyDiipbV- 


Consignment Agreement for Search Report s 



14€ OISTWBUTOfl PURCHASE AGREEMENT 






9. Ditlr 


■ Agreement. (Page I) 
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signature of distributor, 
independent repri 


•PPROVEO AND ACCE 



ir Purchase Agreement. 


(Page 2) 
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BUYER'S INVENTORY PURCHASE ORDER 


Buyer's Name: 

Address: 


o, Qle . 

zipCode^ 

Business Phone »: 

Home Phonel: 



SELLER: 



The Seller agrees to ship Ihe equipment within twenty (20) working days Irotn receipt 
of Ihe Purchase Order accompanied by lull payment in the form o! a cashier s check, 
certified check, money order or bank transfer. Delivery shall be subject to and 
contingent upon, strikes, labor difficulties, fire, delay or defaults of common carriers, 
failure or curtailment in Seller's usual sources ol supply.governmenlal decre es* 
orders, or any other delays beyond the Seller's reasonable control, and the Seier 
shall not be liable for any loss or damage arising therefrom. Buyer ma y‘ anc *V ,ne 
order by written notice delivered to Ihe Seller prior lo shipment if the otdens not 
delivered within forty-five (45) working days ol receipt of the Purchase woe 
payment. Shipping costs are Purchaser's obligation. 


2. WARRANTY 

The Manufacturer guarantees to replace or al its option lo repair wy 
Parts thereof which are found to be defective in material or wmrkm^P^ 
year from date of shipment. The obligation with respect to sue pt ^ ^ 
shaH be limited to replacement or repair F.O.B. manufacture . rtgtl0ni 

the Seller be liable lor consequential or special damages, o ^ such 

installation, adjustment, or other expenses which may arise i ^ aR ^ 
products or parts. This warranty is expressly made in lieu ^ nlab j|jtyand 
warranties expressed or implied, including the warranties ot mere 


Order. (P°g° V 


11. Buyer's Inventory Purchase 
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1 ENTIRE AGREEMENT 

This vsann is Mended by the parties as a final expression ol their agreement 
and as a conptete and eidusive statement of Us terms. Buyer understands and 
agrees that Seier otters no buy-backs, money back guarantees, or refunds. Buyer 
agrees that buyer is not relying upon any verbal or written representation whalsoeve 
except as expressly set forth in this agreement. Buyer acknowledges and agrees 


pannw any minimum earnings as the earnings of are rendered by 

the Buyer, at of wMch factors ara beyond the control of the belter. No usage of trade 
shat be relevart or admissfele to supplement. Agreement can only be modified in 
wrtwtg, signed by the perties. or thee duly authorized vents. 

4 TRADEMARKS 


trake marks are the property of 
5 SPECIAL PROVISIONS 


and the literature and 


PBOSPECTuf 56 THAT ' ^ RECEIVED AN0 WVE REAO A COPV OF THE 


DATE 



SELLER: 

^v^torized Representative of 


nt ory Purchate Order. 


(Page 2) 


" Buytr't Invert 
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WHOLESALE PURCHASE ORDER 

DATE / I9_ 

(PURCHASER) NAME 

CITY STATE ZIP 

HOME PHONE ( ) BUSINESS: ( ) 



QUANTITY DISCOUNT : S 



12. Wholetale Purchase Order. 
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letter of acknowledgement 


The undersigned purchaser acknowledges the following: 

1 I have received a copy of me purchase agreement which I have 
eiecuted this day 


2 I have been given an opportunity to read the agreement that I have 
signed, and all other matenals presented to me II I have not fully read any ol these 
materials. I have done so at my own risk, and not in reliance on any oral 
explanations ottered by sates people with whom I have dealt 


iderstand that the rights and responsibilities ol the parties to 
ill be determined by the wntten document. I am not relying on 
is. conversations, or statements made by any salesperson di 


4 No promises ol income or revenue has been made to me I understand 
that the risk ol profit or loss on this venture is mine and solely I do not hold the 
company or ns salespeople and officers responsible lor achieving any level ol 
income or profit 


5 No promises regarding locations or territories have been made to me. 
other than that which is set lorth m the written agreement 

6 l. me undersigned, assume lull responsibility (or any and all. city, 
county, state, federal, taxes, license tees and regulations 


13. Letter of Acknowledgment. 



LOCATION AGREEMENT 
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IHs Location Agreement Is 

between 


_ day ol 

Address _ 
Stale 


.Zip. 


In consideration ol the non-refondabfo lee, as set forth herein, paid by Vendor to 
agree as follows: 


the parties 


(I) Weekly Vending Reports, at the expiration ol each week commencing one (1 ) week alter actual placement 
and operation ol Vendor's machine. EQUIPMENT MUST BE INSTALLED WITHIN SEVEN (7) DAYS 
AFTER LOCATION IS SECUREO; 

01) Records showing weekly servicing ol each machine, commencing from the date ol operation at the pnmary 


(ill) Written notification by Vendor expressing dissatisfaction with (he primary location. This nob ficalion shal be 
sent via Certified Mail. Relum/Receipt Requested and shall be postmarked no later than live (S) days alter 
the sixty (60) day period. 

there shall be no relocation if any of the above conditions are not fully complied 

WITH. 

shall provide Vendor with an alternate location il Ihe manager, owner or agent ol the 
primary location refuses to allow Ihe inslallabon ol the venetng machine. INSTALLATION MUST BE 
ATTEMPTED WITHIN SEVEN (7) DAYS OF SECURING THE PRIMARY LOCATION. 

Number ol Locations . 

Types ol Machines 

Location Fee Sent S 

Amount Due S 


AU. FEES PAID PURSUANT TO THIS AGREEMENT ARE NON REFUNDABLE. 

The undersigned represent that they have read, understand and agree to the terms ol this Agreement 
hWher that they have lull authority to enter into this Agreement. 


14. Location Agreement Contract (for vending 
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ASSIGNED LOCATION COMPANY PURCHASER 

Astlgnment Date 
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Independent Location 
Agreement 

agreement 


LOCATION DATE 

ADDRESS PHONE 

CITY. STATE ZIP. 

MACHINE MODEL 

li is mutually agreed that the Independent Dealer, owner of the above machine, will install its 
machine at no cost or obligation to the location. 


These machines and contents thereof, are the exclusive properly of the Independent Dealer 


It is also agreed that the machine(s) may be removed at any lime at the request of either pany and 
that the machine(s) will be removed by the Independent Dealer only. 


The Independent Dealer is responsible for maintenance, repairs, and insurance for theft and 
vandalism. 


Management of Location agress to provide space for machines. 


SPECIAL INSTRUCTIONS : 


BY. 


Accq^n CC of location 
B > Owner of 


equipment 


( Authorization Signature! 
Locator Company Represent 


1 7. Independent Location Agreement 




PUCCMENT AGREEMEN 
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18 . Plan 


anient Agreemer 
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21. Verification of Pay Phone Rei 



i hi 
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, with "Business Opportunity" Frauds and Scams 


LOCATION LIST 


ol tnrunoss wf*h ww s^(V«0 iMw acceplance o(: 



of location* horn m|r tool* of . 


C«y 


INITIALS 


I HAVE TOUHED THESE LOCATIONS 
I HAVE NOT TOURED THESE LOCATIONS 


INITIALS 
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LOCATION UNDERSTANDIM 


I hereby acknowledge aecei.pt o( location* with th 

undeaitanding that no guarantee orf tale * i* made oa emptied 
by the Locatoa. I am *ati*i(ied with the location and 1 am 
atoaae that, ihoutd a location become unsati* jaUoay a, the 
(utuac, it i* my neapon* ability to change to a (cation o< mj 
chooung. The Company and the Locatoa will not be back to al- 
locate youa account *. The Locatoa can get you i tooted 01 the 
bu*ine*i and youa account* Witt vaay in tale*. It i* youa 
ae*pon*ibitity to upgaade youa account* and to f,me tune youa 
bu*ine** to get the be*t ae*u It* iaom youa btuineii. 


I have aead the above and will do my pant to make thi* bu*ine*i 
a iucce**. 


Signatune 


Vote 


OPERATOR 

ADDRESS 

CITV STATE IIP 

PHONE ( ) 


LOCATOR 


23. Location Underttanding. 





Loompanlcs Unlimited 
PO Box 1197 

Port Townsend, WA 98368 
206-365-2230 








"Yes. there are hook about the skills of apocalypse —spying, surveillance, fraud, 
wiretapping, smuggling, self-defense, lockpicking, gunmanship, eavesdropping, car 
chasing, civil warfare, surviving jail, and dropping out of sight. Apparently writing books 
is the way mercenaries bring in spare cash between wars. The books are useful, and it's 
good the information is freely available (and they definitely inspire interesting dreams), 
but their advice should be taken with a salt shaker or two and all your wits. A few of these 
volumes are truly scary. Loompanics is the best of the Libertarian suppliers who carry 
them. Though full of 'you'll-wish-you'd-read-these-when-it's-too-late' rhetoric, their 
catalog is genuinely informative. " 

— The Next Whole Earth Catalog 


THE BEST BOOK CATALOG IN THE WORLD!!! 


We ofler hard-to-find books on the world's most unusual subjects. Here are a 
lew ol the topics covered IN-DEPTH in our exciting new catalog: 

• Hiding/Concealment of physical objects! A complete section of the best books 
ever written on hiding things. 

• Fake ID/Altemate Identities! The most comprehensive selection ot books on 
this little-known subject ever offered for sale! You have to see it to believe it! 

• Investigative/Undercover methods and techniques! Professional secrets known 
only to a few, now revealed to you to use! Actual police manuals on shadowing 
and surveillance! 

• And much, much more, including Locks and Lockpicking, Self-Defense, 
Intelligence Increase, Life Extension, Money-Making Opportunities, Human 
Oddities, Exotic Weapons, Sex, Drugs, Anarchism, and more! 

Our book catalog is 280 pages, 8V4 x 1 1 , packed with over 800 of the most 
controversial and unusual books ever printed! You can order every book listedl 
Penodic supplements keep you posted on the LATEST titles available!!! Our 
catalog is 55.00, including shipping and handling. 

Our book catalog is truly THE BEST BOOK CA TALOG IN THE WORLD! Order 
yours today You will be very pleased, we know. 

LOOMPANICS UNLIMITED 
PO BOX 1197 

PORT TOWNSEND, WA 98368 
USA 

No accepting Visa and MastorCard. 206-385-2033 







Pick up any newspaper and you'll see "business opportunity" ads that 
promise huge profits for little or no work: "Assemble Products at Home! 
Make Money in Your Spare Time! Be Your Own Boss!" Somebody's get- 
ting rich off these ads — you see them week after week — but who? 

Meet Bruce Easley. He's a "biz-opper." He makes his living shearing 
the "mooches" who respond to get-rich-quick ads. In BIZ-OP: How to 
Get Rich with "Business Opportunity" Frauds and Scams, he re- 
veals the secrets of his success: 


♦ How to get started for less than a grand! 

♦ How to write knock-out classified ads! 

♦ How to use the telephone as a deadly weapon! 

♦ How to get Fast Cash in just 30 days! 

♦ Pitches that close the deal — for real! 

♦ How to avoid trouble with the law! 

♦ How to find Biz-Op merchandise dirt cheap! 


BiZ-OP has everything needed to put together irresistible "mooch 
bait," including the "mooch killer" marketing pamphlet the author used to 
raise hundreds of thousands of dollars. 


Whether you want to become a successful 
business opportunity broker or protect yourself 
from the Bi/-Op sharks, you'll profit from this 
book BiZ-OP \e ts you in on the real story of a 
cut-tiii'oa con and his fast-pared pitch. Don't 
miss it' 


ISBN I-SSSSO-IOI-X 




